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Selling PageMaker Makes 
Dollars and Sense. 


Understanding the basics of the desktop publishing 
market will take you a long way toward closing 
your first PageMaker sale. This section of the 
Information Center helps you get started. 


It begins with the reasons you can benefit from 
selling PageMaker. It then summarizes what 
Aldus Corporation has learned about the market 
since we introduced PageMaker in July 1985 — 
showing where desktop publishing fits into the 
publishing history, highlighting the ten key selling 
points you can tell prospects, and summarizing 
important steps in making PageMaker sales. 


PageMaker contributes directly 
to your bottom line. ieee 

w A new user spends an average 
$10,000 on hardware when buying 
PageMaker. 


| 

| 

| 

| m Add-on hardware sales totaling 

| between $1,000 and $7,000 for each 
| PageMaker sale can include graphics 
| cards, memory boards, laser 

| printers, scanners, high resolution 

| monitors, and other peripherals. 


PageMaker has established 





the industry standard for 
desktop publishing. _ 


w PageMaker is accepted world- 
wide as the desktop publishing | 
leader — it has the largest in- 
stalled customer base, is available 

| in eight languages, and holds a 

| major percent of the market share 
| through computer retail stores in the 
| United States. 
| 





GETTING STARTED 


MARKET BASICS 


w/nfoworld magazine named 
PageMaker the Software Product 
of the Year Runner Up for 1985. 
In April 1986, the Software Pub- 
lishers Association (SPA) 
honored PageMaker as “‘The Best 
New Use of a Computer.” 


m In February 1987, Infoworld 
readers named PageMaker the best 
desktop publishing product and the 
best Macintosh software for 1986. 


PageMaker sells to the broadest 
customer base of any desktop 


publishing system. 
| m PageMaker is used by more 








people to produce more kinds of 
printed communications than any 
other desktop publishing system — 
from memos and financial reports to 
newsletters and annual reports. 


m Only Aldus PageMaker is avail- 
able for both the PC AT and 
compatibles and the Apple 
Macintosh, so it fits virtually any 
customer’s operation. 


_ m= PageMaker’s compatibility 


with word processing and graphics 
programs, printers, scanners, and 
other peripherals means many 


‘ businesses can easily add desktop 
| publishing to their existing 
environments. 








| Aldus Corporation concentrates 

on desktop publishing. 
| = Not only did the publishing 
professionals at Aldus coin the term 
“desktop publishing,” PageMaker’s 
flexible design capabilities reflect 
their many years of experience in the 
publishing industry. 





m Aldus Corporation focuses its 
total resources on desktop publish- 
ing. Its engineers are constantly 
adding product enhancements and 
its experienced customer support 
staff is exclusively dedicated to as- 
sisting desktop publishing users. 





Aldus provides the tools 
to help you sell PageMaker. 





= Aldus provides extensive support for people who sell 
PageMaker. 


Local reseller training 


On-site support for reseller desktop publishing 
seminars 


Lead referrals from national advertising and public 
relations campaigns 


Scripted 35mm slide and overhead sales 
presentations 


Video presentations for prospects 
Merchandising kit 

Customer promotions 

PageMaker Demonstration Kit and Quick Tour 


Special pricing on full-feature store copies of 
PageMaker 


Advertising and direct mail kit 
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| 

' The PageMaker Desktop 
i Publishing Customer 

' eteemantegccemn ae 
‘Creative protessionals ae buying Page) 


Co-marketing with major computer vendors 


Bimonthly reseller newsletter 
Quarterly technical newsletter 
Telephone technical support 


Post-sale training materials 








The Desktop Publishing Market Offers 
Huge Sales Potential. 


PageMaker desktop publishing has 
created a broad new market. 





PageMaker 
desktop publishing 
fills printed 
communications 
needs formerly met 
only by office 
automation at one 
end and conven- 
tional publishing 
at the other. 





Aldus Corporation President Paul 
Brainerd coined the term “desktop 
publishing” in 1984 to describe a 
new kind of publishing that takes 
advantage of microcomputer, laser | 
printer, and page layout software 
technology. The growth of desktop 
publishing since then has ex- 

ceeded even the most optimistic 
expectations. Now, people can inex- 
pensively produce a wide range of 
high-quality publications them- 
selves, rather than relying on out- 
side suppliers for typesetting, paste- 
up, and other production services. 








The chart below illustrates how 
PageMaker desktop publishing over- 
laps the functions of both office auto- 
mation and conventional publishing, 
the two methods used for producing 
printed communications prior to the 
advent of desktop publishing. 

Office automation. Office 
automation systems such as dedi- 


cated word processors and micro- 


computers can quickly produce 
reports, memos, and proposals. 
However, their limited formatting 
capability, coupled with their 
inability to integrate text and 
graphics, restricts their usefulness 
to producing these simple 
documents. 





T HE PUB LIS HING 


OFFICE 
AUTOMATION 


Low Quality, Low Cost, 
Fast, Easy to Use 



















BASIC ADVANCED IN-HOUSE 














DOCUMENTS DOCUMENTS PUBLICATIONS 
Memos Reports Manuals 
Letters Proposals Presentations 


High Quality, Low Cost, Fast, Easy to Use 

























PAGEMAKER DESKTOP PUBLISHING 


INDUSTRY 


CONVENTIONAL 
PUBLISHING 

High Quality, Expensive, 
Time Consuming, 
Expertise Required 













EXTERNAL HIGH-END 
PUBLICATIONS PUBLICATIONS 
Newsletters Magazines 
Brochures Newspapers 















Conventional publishing. 
Until the advent of PageMaker, 
brochures, annual reports, and 
other high-end documents relied 
on conventional publishing tech- 
niques. Large organizations pur- 
chased expensive dedicated pub- 
lishing systems to produce their 
printed communications, while 
small and medium-size organiza- 
tions turned to outside suppliers for 
such services. In either case, the 
production process was slow, 
tedious, and expensive. 

PageMaker desktop 
publishing. Today, PageMaker 
meets broad needs formerly filled 
only by office automation at one 
end and by conventional publishing 
at the other — and, for the first 
time, merges the rapid turnaround 
of office automation with the quality 
of conventional publishing. Some 
customers report they use 
PageMaker for all their printed 
communications, from memos to 
glossy annual reports. In fact, 
PageMaker fills the broadest spec- 
trum of publishing needs of any 
desktop publishing system avail- 
able. In one program, PageMaker 
consolidates text editing, layout, 
and design tools. 


The desktop publishing market 
is growing rapidly. 











Since PageMaker’s introduction 
in July 1985, desktop publishing 
| has received much national press 
attention. As this form of pub- 
lishing becomes better known, the 
market is expected to swell to 
$1 billion by 1990. 

Despite the success of Page- 
Maker and desktop publishing, 
; more than 95 percent of the mar- 
| ket’s possible customers do not yet 
know about desktop publishing — 
and enormous sales opportunities 





exist. Any business, governmental 
agency, or educational organization 
that produces printed communi- 
cations is a potential PageMaker 
prospect. 


Ten Key Selling Points 
Close PageMaker Sales. 





1. PageMaker can be used by everyone 
throughout an organization. 
Its intuitive user interface makes it easy for 
anyone to learn and use. In fact, it is quicker to 
master than any other publishing system. 


2. PageMaker produces publications 
of all kinds. 
It can produce any publication that requires both 
text and graphics, from memos and reports to 
training manuals and annual reports. PageMaker 
helps users create a broader range of applications 
more quickly than any other desktop publishing 
software. 


| 3. PageMaker is a proven product. 


More people use PageMaker to produce more 
kinds of publications than any other publishing 
system. 


4, PageMaker fits your prospect’s 
environment. 
It is available for both the PC AT and 
compatibles and the Apple Macintosh. It is the 
only desktop publishing software that runs on 
both systems and the only one that allows users 
to exchange files between the two systems. 


5. PageMaker is compatible 
with more software, hardware, 
and peripherals than any other 
desktop publishing system. 
PageMaker interfaces with more word 
processing and graphics programs, printers, and 
scanners than any other system — another way 
it fits your prospect’s way of doing business. 








10. 


PageMaker gives customers 

in-house control over the production 

of printed communications. 

It lets them set the schedule and gives them the 
flexibility to insert late-breaking copy. 


PageMaker reduces production time. 
Its speed and flexibility cut the hours needed to 
complete a project and minimize turnaround time. 


PageMaker pares production costs. 
People report they usually save enough to recoup 
their $10,000 investment in six months to a year. 


PageMaker often improves the quality 

of people’s publications. 

They say it gives them more time to concentrate 
on details and lets them make changes as they go. 


PageMaker lets people do things they 
could not do before. 
It helps customers develop more effective graphic 


presentations and meet otherwise impossible 
deadlines. 


Five Steps Add Up To 
PageMaker Sales. 








1. 


Get to know desktop publishing 

and PageMaker. 

This Information Center gives you a better under- 
standing of publishing, tips on selling PageMaker, 
ideas for add-on products you can sell, a set of 
selling tools, and much more. 


Find prospects everywhere — 

starting with your installed base. 
Almost anyone can use PageMaker. 

Look to your own installed base, Aldus leads, 
customer referrals, and direct mail campaigns 
as rich sources of new prospects. 


Demo PageMaker to prospects. 

Because PageMaker is highly interactive and 
visual, product demonstrations are effective sales 
tools. Give your prospects a PageMaker 
demonstration, using the section labeled 
“Demonstration Techniques” on pages 23 and 24 
to guide you. “Questions People Ask,” starting on 
page 42, provides other useful information. 


Make multiple PageMaker sales by 

giving seminars. 

Salespeople have found that seminars are the 

best way to sell PageMaker. “Successful Seminars” 
section on pages 29 to 34 offers suggestions from 
Aldus staff and PageMaker resellers for giving 
profitable seminars. Aldus also provides a set of 
seminar tools: video, slide and overhead transpar- 
ency sales presentations, PageMaker-produced 
invitations, and advertising slicks. Aldus field sales 
representatives are often available to make presen- 
tations at reseller seminars. 


Use the PageMaker selling tools 

Aldus provides. 

Aldus gives salespeople tools such as this 
Information Center, a bimonthly newsletter, bro- 
chures, technical telephone support, and customer 
promotions. See the section titled “Support 
Services for Resellers”, on page 48, for details — 
and use these effective tools to close sales. 








Knowing how people produce their publications 
8 I 


following conventional publishing methods helps 
you close sales because you can show prospects 
that PageMaker will solve their daily production 
problems. This section compares PageMaker 
desktop publishing to traditional publishing 


methods. 


Desktop publishing has 
forever changed the way printed 
communications are produced. 


From the invention of movable 
type in the 1400s until the intro- 
duction of desktop publishing, 
publishing was controlled by 
specialists operating expensive 
machines. Desktop publishing puts 
low-cost, high-quality publishing in 
the hands of people who previously 
had to rely on outside specialists to 
produce their publications. Now 
they can do it themselves on their 

/ own schedules, and they can save 
money in the process. 

Producing effective publica- 
tions with conventional publishing 
is so difficult that it is generally 
assumed that people must sacrifice 
quality, price, or turnaround to get a 
project done. Desktop publishing 
provides high quality, affordable 
prices, and rapid turnaround for 
every project. 








Conventional publishing involves 
time-consuming procedures. 


All people who produce printed 
documents are involved in pub- 
lishing, whether they create forms 
or design high-gloss brochures. 
And, all follow the complex steps of 
conventional publishing outlined in 
the chart at the right. 











Understanding Publishing Helps Sell PageMaker. 


How Conventional Publishing Works 


a— 


Copy typed 


Ej 


Galleys 
proofed 


a 


Galleys sent 
typesetter 
for corrections 





Text and illus- 
trations pasted 
onto page 


Last-minute 
copy changes 
made 





Paste-up sent 
for reproduction 











Page designed 


i] — 


Typeset galleys 
returned 


_|— 


Corrected 
galleys returned 


Illustrations 
returned 


Changes sent 
to typesetter 





Final paste-up 
completed 


—o 


Copy marked 
for typesetting 


Copy sent 
to typesetter 


Illustrations 
readied 


Illustrations sent 
for camera 
work 


—fh 


Typeset 
galleys 
returned 


—H 


Galleys 
proofed 


GETTING STARTED 
PUBLISHING BASICS 














m Typically, staff of businesses, 

| governmental agencies, and edu- 

cational institutions produce print- 

ed communications in two ways. 

— An in-house department pro- 
duces as much of the pub- 
lication as possible, usually 
the design, paste-up, proofing, 
type specing, and coordination. 
It relies on outside suppliers 
for typesetting, illustrations, 
and final reproduction. 


The in-house staff relies on 
outside suppliers for all pro- 
duction and coordinates the 
process to meet its objectives. 


m Design groups and other 
communications firms generally 
produce publications for their 
clients by accomplishing as much 
of the work in-house as possible, 
relying on outside typesetters and 
others as necessary. 


Desktop publishing cuts 
production steps. 


Aldus Corporation’s PageMaker, 
released in July 1985, brought 
desktop publishing worldwide 
recognition as an alternative to 
conventional publishing. Page- 
Maker augments and streamlines 
the process, giving people virtually 
complete control in-house over the 
publishing process. 

PageMaker permits them to 
begin their work as they are accus- 
tomed to, with a blank page on a 
layout board — except that the 
blank page appears on the computer 
screen. From there, PageMaker 
follows basic publishing steps, 
eliminates mundane tasks, and 
lets them make changes at any 
point in the production process. 
The chart at the right shows how 
this is accomplished. 








How PageMaker 
Desktop Publishing Works 
PageMaker integrates 
text and graphics from 
other software programs 
by placing them onto a 
page. Its built-in text- 
editing and graphics 
capabilities facilitate 
page composition. 


ol i 


Text files 


Graphics files 





PageMaker places text 


A mechanical (or paste- 
up) of each page is 
printed, with text and 
graphics in place. 


and graphics 





Draft or final 
mechanical printed 








NES 













— with text and graphics 


Mechanicals are sent to 
a printing house, which 
adds color and drops in 
logos or photos as 
desired before repro- 
ducing the publication. 


a 





in place 






Mechanical reproduced 
by printing house 








PageMaker’s Savings Plan 


(For a camera-ready 16-page monthly newsletter, including headlines and artwork.) 


























Production task ; Conventional Conventional Desktop 
method using method using publishing 
some in-house all outside method using 
facilities services PageMaker 

gy Y 
io r= Cost 

Preliminary layout and 1 1 $30 

design 

Text mark-up . N/A 

Typesetting and F y N/A 

coordination 

Proofreading fe a 40 

Camerawork 40 

Final paste-up : 40 

Total number of days 9 9 4 

Cost per issue $1,430 $1,960 $150 

Cost per year $17,160 $23,520 $1,800 


Savings per year with PageMaker 
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$15,360 to $21,720 


ES Sw 











Some Advantages of PageMaker Desktop 
Publishing Over Conventional Publishing 





Using Conventional Using PageMaker 
Publishing 
Typesetting — Typesetting — 


Type must be corrected by the typesetter, 
a process that takes days. 


Marking type specifications — 
Blocks of type must be hand-marked for 
the typesetter. 


Making late copy changes — 
Type must be sent to the typesetter, which 
can take days and virtually eliminates the 


option of inserting last-minute information. 


Pasting pages — 
Blocks of type and illustrations must be 
pasted by hand on each page. 


Reusing mechanicals — 

A pasted mechanical can be reused only if 
information is identical and the bits of type 
have adhered to it. 


Sizing and cropping 

graphics — 

Graphics must be sized before paste-up. 
Changes are time-consuming and often 
require costly camera work. 


Drawing rules, borders, 

boxes, and circles — 

These elements must be hand-drawn or 
created with border tape; circles can be 
copied from format books or drawn with 
a compass — processes that are time- 
consuming and prone to error. 


Placing white type 

on a dark background — 
Reverse type requires a camera process 
that adds time and expense. 


Typesetting and corrections are done in- 
house, immediately. 


Marking type specifications — 
Users can specify type as they word process 
text or at any point in the page production 
process. 


Making late copy changes — 
Any changes can be made and printed 
immediately, up to the last minute if 
needed. 


Pasting pages — 

Type and illustrations are printed in place 
on each page following the pre-set format. 
The need to paste is virtually eliminated. 


Reusing mechanicals — 

The format of a publication can be saved 
on disk and called up time and again for 
new publications. 


Sizing and cropping 
graphics — 


Graphics can be resized or cropped at will. 


Drawing rules, borders, 

boxes, and circles — 

The PageMaker toolbox allows users 

to quickly and accurately draw rules of 
varying widths, borders of several designs, 
and boxes and circles of any size. 


Placing white type 

on a dark background — 

Placing white type on a background is a 
routine matter, performed instantaneously 
on screen. 
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Glossary of Publishing Terms 


Although you do not have to know all these terms to 
close a sale, familiarity with them will make you feel 
more comfortable with your prospects. Italicized 
words are defined elsewhere in the glossary. The 
PageMaker user manual includes a glossary of 
PageMaker-related terms. 


body type: type for the main text of a newsletter 
or report. 


boldface type: type that is darker and thicker than 
the rest of the type around it. 


camera-ready, mechanical, or paste-up: pages 
ready to be photographed for reproduction on a 
printing press. 


caps: capital letters. 
copy: text in its unprinted form. 


condensed type: typeface that is narrow in 
proportion to its height. 


cropping: trimming a photo or illustration to a 
desired size or eliminating unessential portions of it 
to fit a given space. 


display type: large type, usually 18-point or more, 
used to attract attention. 


dummy: a rough layout of the actual size of a page or 
publication showing how text and graphics are to be 
arranged. 


flush left, ragged right or flush right, ragged 

left: text that aligns down its left margin and ends in 
uneven lengths along its right margin is flush left, rag- 
ged right. For flush right, ragged left, the opposite ap- 
plies. (This text is flush left, ragged right.) 


font: complete assortment of type characters in one 
face and size, including caps, lowercase, punctuation 
marks, and symbols. 


format: page size specifications, margin widths, 
column designations, and anything else related to the 
appearance of a printed page. 


galley proof: initial version of typeset materials, 
generally used for proofreading. 


hairline: the thinnest rule possible. PageMaker 
supplies hairlines. 
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h & j: hyphenation and justification, which 
automatically breaks words in dictionary-standard 
syllables without disturbing line justification. 
PageMaker supports h & j. 


halftone: reproduction of a photograph through 
conversion of the image into dots of various sizes. 


imagesetter: machine that prints an entire page 

with true typeset quality text and computer- 
generated graphics in position. The Allied Linotronic 
100 imagesetter prints with a resolution of 1,270 dots 
per inch, the Linotronic 300 at 2,540 dots per inch. 


justification: adjusting word and letter spaces so 
that text aligns down a column’s left and right 
margins. PageMaker supports automatic justification 
as a format option. (This paragraph is justified). 


kerning: adjusting the space between two 
characters of type, usually to bring them closer 
together. PageMaker supports manual and pair 
kerning. 


_PAGE.......PAGE. 


layout: arrangement of text, headlines, and graphics 
on a page. 


leading: the amount of space from baseline to 
baseline of any two consecutive lines of type. 
PageMaker supports variable line spacing from 4 to 
127 points. 


line spacing: See leading. 


mechanical or paste-up: final, exact layout of 
artwork, including type, graphics, folios, headlines, 
and so on, ready to go to the printer. See camera- 
ready. 


offset printing: photochemical process by which an 
inked impression of a mechanical is made, then 
printed on paper. Most newsletters, sales flyers, and 
other small publications are printed in this manner. 


pagination: sequential page numbering. Page- 
Maker supports automatic pagination. 


paste-up: See mechanical. 


pica: unit for measuring the width and depth of type 
lines, There are 6 picas to the inch, so a block of type 
3 inches wide and 1 inch deep would be described as 








18 picas wide and 6 picas deep. Type is seldom 
measured in inches. 


point: unit for measuring type height and rule width. 
There are 72 points to the inch. Type sizes 6 to 72 
points are most commonly used. PageMaker sup- 
ports type specifications up to 127 points and can 
stretch type beyond that. 


proof: typeset version of a page or portion of a page, 
generally used for proofreading. 


reverse type: white type on a darker or black 
background. PageMaker is capable of reversing type. 


Reverse 


rule: any straight line, such as the rules between 
columns or around boxes. PageMaker supplies rules 
of varying widths. 


runaround or wraparound: See wraparound. 


scaling: enlarging or reducing the size of a graphic 
element without changing the ratio of its dimensions. 
PageMaker is capable of scaling graphics. 


screening: shading text or graphic elements by 
printing at less than 100 percent black or another color 
to create shades of block or the color. PageMaker 
supplies a variety of screens. 


serif and sans serif: serifs are the short cross- 

lines (or feet) at the ends of the main letter strokes in 
certain typefaces. Typefaces without serifs are called 
sans serif. 


thumbnail: miniature sketch of a page’s layout. 
PageMaker can print up to 16 thumbnails on a single 
page. 


tissue: sketch of page design on transparent, tissue- 
like paper. 


typeface: style of type, such as Times roman. 
See font. 


typography: style, arrangement, or appearance of 
typeset material. 


wraparound: type that has been 
adjusted in line length to fit around an 
illustration, photograph, or other 
graphic element. 











Sources of Additional Information 


Magazines 

Communication Arts, Coyne and Blanchard, Inc., 
P.O. Box 94303, Palo Alto, CA 10300. 

Graphic Arts Monthly, Graphics Arts Publishing 
Company, 875 Third Avenue, New York, NY 
10022. 

Magazine Design & Production, Globecom Publishing 
Limited, 455] West 107th Street, Suite 210, 
Overland Park, KS 66207. 

Personal Publishing, The Renegade Company, 

P.O. Box 390, Itasca, IL 60143. 

Publishers Weekly, Publishers Weekly, Inc., 
P.O. Box 1428, Riverton, NJ. 

Publish!, PC World Communications, Inc., 555 
De Haro St., San Francisco, CA 94107. 

The Seybold Report on Publishing Systems, Seybold 
Publications, Inc., Box 644, Media, PA 19063. 

U&lc, International Typeface Corporation, 2 Dag 
Hammarskjold Plaza, New York, NY 10017. 


Books 

Bruno, Michael H. Pocket Pal, 13th ed., International 
Paper Company, New York, NY, 1986. (This 
handbook is the publishing industry “bible.”) 

Cavuoto, James. LaserWrite It!, Addison-Wesley 
Publishing Company, Inc., Reading, MA, 1986. 

Dair, Carl. Design with Type, University of Toronto 
Press, Toronto, Canada, 1967. 

Nelson, Roy Paul. The Design of Advertising, 5th ed., 
W.C. Brown Company, Dubuque, IA, 1985. 

Nelson, Roy Paul. Publication Design, 3rd ed., W.C. 
Brown Company, Dubuque, IA, 1984. 

Seybold, John. The World of Digital Typesetting, 
Seybold Publications, Inc., Media, PA, 1979. 

Skillin, Marjorie E., Gay, Robert M., and others. 
Words Into Type, 3rd ed., Prentice-Hall, Inc., 
Englewood Cliffs, NJ, 1974. 

White, Jan V. Editing by Design, R.R. Bowker 
Company, New York, NY, 1982. 


Dictionaries 

Stevenson, George, A. Graphic Arts Encyclopedia, 
2nd ed., McGraw-Hill Book Company, New 
York, NY, 1979. 
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PageMaker’s Design Is 


Customers worldwide cite similar reasons for 
buying and using PageMaker. Emphasizing these 
factors helps you sell PageMaker to others. This 
section describes PageMaker features in two 
ways — ranked according to customer popularity 
(list) and highlighted by function (chart). 


PageMaker’s popularity 
is based on six key elements. 





INTRODUCING PAGEMAKER 





THE PAGEMAKER PRODUCT LINE 


a Major Factor in Its Success. 


2. PageMaker integrates text and 
graphics onto pages, incorporating: 
= Fully formatted files from 
leading word processors and 
graphics programs. 


m Transfer of type size, type style, 
tab settings, and indent information 
in text files. 





PageMaker looks, feels, and 
operates the same on the PC AT 
and the Macintosh, offering the 
built-in power, flexibility, and ease 
of use that people consistently say 
are the major reasons they like 
PageMaker. 


1. PageMaker formats text, allowing: 


m Specification of heads and sub- 
heads (from 4 to 127 points in 
size), selected styles (bold, italic, 
underlined, and so on), and various 
typefaces (Times, Helvetica, and 
so on). 


w Creation of multiple columns 
of type on the page. 


= Automatic hyphenation of 
justified type.* 


w Instantaneous resizing of 
column widths with automatic 
recomposition of text throughout 
the document.* 


w Insertion of thin-space periods, 
dashes, or other user-defined 
leaders in space between tabbed 
items.* 





PageMaker Portfolio — Design Templates 


The PageMaker design template series helps both 
novices and graphic artists quickly create profes- 
sional-looking publications. The popular first 
edition, PageMaker Portfolio: Designs for News- 
letters for PageMaker 1.2 and 2.0 on the Macintosh, 
was released in November 1986. Resellers will be 
informed as other template packages are released. 
Each package of PageMaker Portfolio will include 
templates on disk and a workbook with a tutorial, 
directions for creating specific publications, and 
advanced techniques for embellishing the basic 
template formats. Future template packages will 
cover manuals, flyers and brochures, catalogs and 
price lists, and corporate communications. 


How to use PageMaker Portfolio as a sales tool. 


m= Demonstrate the templates at seminars to illustrate how 
quickly almost anyone can produce better-looking 
documents than they imagined possible. 


m Show the templates workbook as an example of the high 
quality support people receive from Aldus Corporation. 


w Create your own PageMaker documents using the templates 
and use them for direct mail and other applications. 


w Develop a sales promotion around a special PageMaker 
| Portfolio offer you create. 




















and compatibles. 
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* New capabilities found in both PageMaker 2.0 for the Macintosh and PageMaker 1.0 for the PC AT 





3. PageMaker turns the 
computer screen into an electronic 
paste-up board, providing: 


@ A page-production process 
that follows basic layout 
procedures. 


m An intuitive user interface that 
makes it easy for people untrained 
in typesetting, graphic arts, and 
page design to learn. 


4. PageMaker incorporates a host of built- 
in design tools, allowing: 


@ Proportional and unproportional 
resizing of graphics. 

m= Cropping of graphics from any 
side or corner. 


w Drawing of lines in various 
| widths and styles. 


mw Drawing of squares, rectangles, 
circles, and boxes with rounded 
comers. 


= Use of borders and fill patterns. 


@ Selection of varying shades 
of gray. 





5. PageMaker incorporates a host of built- 
in layout tools, allowing: 


 Nonprinting column guides 
and rulers to help align graphic 
elements. 


w On-screen horizontal and vertical 
rulers to measure inches, picas, 
points, and millimeters. 


6. PageMaker gives users an interactive 
environment, supporting: 


m Built-in design flexibility. 

m= Experimentation with the look of 
the page by making changes at will 
until a final page format is 
developed. 


w Ability to insert last-minute 
information. 





People also like 
these PageMaker capabilities. 





Direct file exchange 

PageMaker publications can be exchanged directly 
between the IBM PC AT and the Apple Macintosh 
with text formatting and bit-map graphics intact.. 

In addition, PageMaker for the Macintosh places 
files from major PC word processing programs with 
formatting intact. PC PageMaker places MacPaint 
graphics files directly.* 


Built-in text editor 
Users can write and edit text, modify type 
specifications, or alter paragraph alignment. 


Threaded text 

Text files thread together from column to column 
and page to page, so that when changes are made 
in one portion of the story, PageMaker quickly 
recomposes text throughout the document. 


Multiple page views 

Five interactive viewing sizes for page layout 
facilitate exact placement and arrangement of text 
and graphics. 

Interactive facing pages 

Users can work on double-page spreads without 
having to shift back and forth between the left- and 
right-hand pages.* 

Long documents 

PageMaker creates files up to 128 pages which the 
program’s automatic page numbering capability can 
combine to create publications up to 9,999 pages.* 
Custom page sizes, variety of orientations 


PageMaker produces horizontal or vertical pages 
up to 17 inches by 22 inches.* 


Hyphenation 

PageMaker supports three methods of hyphenation: 

— Automatic, using a 110,000-word dictionary.* 

— Prompted, alerting users to hyphenate words 
not found in the dictionary.* 

— Manual, allowing users to insert hyphens as 
they want. 


Master pages 

Master page templates accommodate standard 
formats with elements such as logos and running 
headers and footers in place. 

Wrapped text 

Users can wrap text easily around graphics. 
Letter kerning 

People can reduce the space between certain letter 


combinations using automatic or hand kerning 
as desired.* 


* New capabilities found in both PageMaker 2.0 for the Macintosh and PageMaker 1.0 for the PC AT and compatibles. 15 





A Few Reasons People Like PageMaker 


Automatic and PageMaker Master page 
manual letter scales graphic templates 
kerning are elements to fit accommodate 
available standard 


formats with 
fixed elements 
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in size 


PageMaker 
accepts fully 
formatted text 
and graphics 
files 


Layout options 
include multiple 
columns of 
varying widths 





Built-in tools 
draw boxes 
and circles 








PageMaker Capabilities 




















User Screen functions as an electronic paste- Five page views: full page, actual size, 
Interface up board, complete with rulers, column 200% enlargement, and 50% and 75% 
guides and a toolbox of design aids reductions 
Pull-down menus WYSIWYG (what-you-see-is-what-you- 
Mouse-based selection and manipulation get) screen display 
of text, graphics and menu commands A highly intuitive and interactive envi- 
Many keyboard shortcuts ronment for electronic page composition 
Document Up to 128 pages per file, 9,999 pages Automatic page numbering 
Formatting per document Independent formatting of left- and right- 
Up to 20 columns per page hand pages 
Page sizes up to 17 inches by 22 inches Ability to override master page formats at 
Master pages for recurring design any point in the document 
elements and page numbers Ability to insert or delete pages 
Page Complete control over page composition Ability to resize and reposition text blocks 
Composition Ability to integrate text and graphics from Ability to resize and reposition graphic 
many sources elements 
Ability to change the number of columns Ability to see and work on facing pages 
and column widths (regular and irregular) simultaneously 
Text Powerful built-in text editor for inserting, Ability to present text flush left, flush right, 
Handling deleting, cutting, pasting or creating centered or justified — and to change such 
new text specifications at any time 
Ability to change the length, width or Ability to wrap text around both regularly 
position of text blocks on a page or and irregularly shaped graphics 
between pages Ability to change type specifications — 
Automatic text threading from column to i.e type size, face and style — for any 
column and page to page so that changes increment of text, including a word, line, 
ripple through the entire document paragraph, column, page or entire story 
Typography Type sizes from 4 to 127 points Kerning, both automatic and manual 
Type styles including plain, bold, italic, Automatic hyphenation and justification, 
small caps, all caps, strikethru, subscript based on a 110,000-word Houghton Mifflin 
and superscript dictionary and user-specified entries of up 
Support for a wide range of typefaces to 1,000 words 
(depending on the printer capabilities) Prompted and manual hyphenation 
Support for reversed type The ability to fill the space between tabbed 
Complete control over leading (line columns with dots, dashes, underlines or 
spacing) in half-point increments user-specified characters (leadered tabs) 
Control over word spacing, letter spacing Em-space, en-space and thin-space 
and paragraph spacing characters 
Graphics Cropping Rapid repositioning (“fast move” feature) 





Proportional resizing (reducing 

and enlarging) 

Non-proportional resizing 

Ability to draw lines, squares, rectangles, 
circles and ellipses in widths from .25- 
point (hairline) to 12-point 


Ability to create screens in PageMaker 

at 10%, 20%, 30%, 40%, 60% and 80% 
Ability to fill in PageMaker-created shapes 
with 10 patterns 

Ability to place PostScript graphics files 
(on PostScript-compatible printers) 


17 





E 








These Techniques Sell PageMaker 


Desktop Publishing. 


The combined marketing efforts of PageMaker 
resellers and Aldus Corporation have sold enough 
desktop publishing systems that more people use 
PageMaker than any other publishing software in 
the world. This section summarizes proven 
techniques of successful salespeople to help you 
locate potential customers and sell PageMaker to 
the thousands of prospects within reach of your 
business location. 


Following these procedures generates 
sales. 


1. Becoming familiar with the market 
and the product 


Knowing how your prospects 
create and use printed communica- 
tions in their businesses helps 
you close desktop publishing 
sales. Your ability to speak the 
same language as your prospects 
builds rapport and trust. Knowl- 
edge of the problems people face 
using conventional publishing 
methods helps you pinpoint desk- 
top publishing benefits they will 
respond to. Here’s how to get 
started. 


m lf you have not done so already, 
read pages 8 through 13 to learn 
more about the differences be- 
tween conventional and desktop 
publishing. 


gw We recommend you follow the 
lead of one successful PageMaker 
salesperson and get a first-hand 
view of conventional publishing by 
touring a newspaper plant or other 
printing facility in your area. 
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a— 
—— 
SELLING PAGEMAKER 
THE SOLUTION SELL 


m There are probably several 
desktop publishing prospects 
among your current customers. 
Contact one customer and explain 
this new technology. Learn what 
excites him or her about it, what 
needs it fills, and the benefits it 
will generate. 


a Learn to use and demonstrate 
PageMaker, either on your own or 
at one of the training sessions 
held by Aldus. 

— Contact the Aldus Sales 
Department at (206) 628- 
2375 for information on up- 
coming training sessions. 

— Aldus provides these tools to 
help you master PageMaker 
on your own. 

« The demonstration portion of 
the video presentation, “Page- 
Maker — Where Desktop Pub- 
lishing Begins,” provides a 
good introduction to the prod- 
uct’s functions and capa- 
bilities. 

a The Macintosh Quick Tour 
and the Demonstration Kit for 
the PC help you create an actu- 
al newsletter with PageMaker. 
a Try creating another publi- 
cation, using a PageMaker 
Portfolio template package to 
make the process especially 
easy, once you have mastered 
the basics of PageMaker. 

a The Aldus technical support 
staff will assist you through- 
out the process. Call them at 
(206) 682-2320. 








2. Locating prospects. 

Independent research shows the 
majority of potential desktop 
publishing customers do not yet 
know the solution exists, so sales 
opportunities are enormous. To 
stretch your resources, successful 
salespeople suggest you focus on 
one or two types of prospects and 
target markets that you already 
know something about. Here are 
some tips on how to find pros- 
pects in your area. 


m A good way to start is to 
introduce PageMaker to your 
installed customer base. 








Draw prospects from these sources 


— Installed accounts 
Since virtually every organization can use Page- 
Maker, your present customers are an excellent 
source of desktop publishing prospects. They 
also represent potential add-on sales of between 
$1,000 and $7,000 each. 
— Mailing lists 
Chamber of commerce directories 
Subscriber lists rented from local and regional 
business publications 
Computerized lists rented from direct mail houses 
Membership lists of local chapters of national 
groups in advertising, public relations, and 
graphic design 
Dun & Bradstreet reports 
— Yellow Pages 
See listings for Advertising Agencies & Coun- 
selors; Copying & Duplicating Service; Graphic 
Designers; Designers — Graphic; Marketing 
Consultants; Letter Shop Service; Lithographers; 
Photo Copying; Printers; Public Relations 
Counselors; Publishers — Book; Publishers — 
Directory & Guide; Publishers — Periodical; 
and Typesetters. 


— Referrals 
A recent survey reveals 96 percent of all custo- 
mers would recommend PageMaker. Ask your 
satisfied customers for names of business asso- 
ciates and friends who could use PageMaker. 














m= Consider who buys PageMaker. 

Customers include people who 

produce nearly any kind of printed 

communication, which means 

almost every organization is a 

prospect. Many salespeople find 

customers within these groups: 

— corporations of all sizes 
(departments such as 
marketing, sales, training) 

— communications firms 
(advertising, public relations, 
graphic design) 

— publishers (small newpapers, 
books, magazines) 

—— educational institutions 
(colleges, universities, K-12) 

— governmental agencies 
(federal, state, local) 


m Target a specific type of depart- 
ment within corporations. One 
successful salesperson locates the 
department that produces the cor- 
poration’s forms, sells to that 
department, then sells additional 
desktop publishing systems to 
other departments that are im- 
pressed with PageMaker’s ability 
to produce forms. 


= Some salespeople pinpoint 
prospects through chamber of 
commerce directories, subscriber 
lists rented from local publications, 
computerized lists from direct mail 
houses, or membership lists from 
local associations of communi- 
cations professionals. 


m Another good way to locate 
prospects is to check the Yellow 
Pages. A PageMaker reseller in 
Phoenix developed a mailing list 
from listings under “Printer” — 
and 25 percent of the firms 
attended his seminar. 


@ Ask your satisfied PageMaker 
customers for names of business 
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| associates and friends who could 
use the product. A recent survey 
by Aldus Corporations reveals 
that 96 percent of all PageMaker 

| Owners would recommend the 

| product to others. 


3. Targeting the message. 


| You can summarize the numerous 
benefits of PageMaker in one main 
message: It solves the publishing 
needs of your prospects better 
than any other software. Here’s 
how you get the message across. 


Sell PageMaker as the solution to 
your prospects’ needs. 








m Salespeople report that selling 
the benefits of PageMaker con- 
vinces prospects to invest in hard- 
ware and peripherals to run the 
software. Aldus research indi- 
cates PageMaker generates be- 
tween $1000 and $7000 for addi- 
tions to existing installations (for 
terminals, printers, graphics cards, 
scanners, and other peripherals) 
and an average $10,000 for new 
installations. 








‘Tell Prospects About Printing 


Output Options 


The quality and capabilities of PageMaker output 
vary according to the printer used. In all cases, 
text and graphics are printed in place on the page. 
Dot matrix printers (72 dots per inch) 

Useful for rough drafts. 

Laser printer (300 dots per inch) 

Acceptable for final output for most applications 
such as newsletters, flyers, manuals, and catalogs. 
Availability of fonts varies with printer. 
Typesetter (1,270 to 2,540 dots per inch) 

True typeset-quality reproduction for high-end 
publications such as glossy magazines, annual 
reports, and brochures. Service bureaus throughout 
North America print pages for $10 to $15 per page. 


| People usually run page proofs on a laser printer 


before they send them for final output. 








| m Here are the major reasons you 

can sell PageMaker as the solu- 

tion for a broad range of prospects. 

— Its availability for both 
Macintosh and PC-compatible 
computers means it fits 
virtually any prospect’s 
environment. 

— PageMaker is compatible with 
more hardware and software 
than any desktop publishing 
system on the market. (See 
the insert labeled “Technical 
Specifications” for details.) 


— Almost anyone in an organi- 
zation can use PageMaker. It 
has been engineered so it is 
simple for novices to create 
good-looking documents, and 
it gives professional designers 
the sophisticated tools they 
need for advanced work. 

— Almost everyone finds a use 
for PageMaker because it is 
designed for efficient 
production of the widest range 
of documents of any desktop 
publishing system. 





Sell PageMaker as the desktop 
publishing leader. 





w PageMaker and Aldus Corpo- 
ration offer prospects significant 
advantages. Here are some points 
you can explain to prospects. 

— PageMaker works the way 
people who produce printed 
communications are accus- 
tomed to working. This is 
because it was developed by 
people with conventional 
publishing backgrounds. 


— Aldus is at the forefront of 
desktop publishing so custom- 
ers get the most advanced 
product possible. 


— More people use PageMaker 
than any other publishing 











One lucky Page- 
Maker owner won 
a trip to Venice, 
Italy, home of 
Aldus Manutius. 








software — and Aldus con- 
stantly updates the product 
with features users most 
often request. 


— Aldus offers PageMaker 


customers extensive support, 
including two newsletters, 
telephone technical support 
from desktop publishing spe- 
cialists, a link with Compu- 
Serve, design templates, and 
design contests. 


4. Completing the sales cycle. 





Follow these hints from people 
who sell PageMaker. Then, take 
advantage of the special desktop 
publishing selling tools from 
Aldus Corporation. 


m= When you meet with prospects, 
begin by determining their desktop 
publishing requirements and the 
resources they are willing to 
commit to a system. Use the 
“Qualifying Questions” sheet 
reproduced on pages 36 and 37 

for assistance. 


m Seminars are an effective way 

to sell desktop publishing. The 
section “Successful Seminars,” 
starting on page 29, offers sugges- 
tions on how to reach many pros- 
pects with high-powered seminars. 





What People Produce With PageMaker 


m The range of publications people produce with 
PageMaker is astonishing. 

— Newsletters 

— Brochures 

— Annual reports 

— Proposals 

— Flyers 

— Catalogs 

— Books 

— Forms 

— Letterhead and business cards 
— Data sheets 

— Overhead transparencies 
— Direct mail campaigns 

— Advertisements 

— Posters 

— Point-of-purchase displays 
— Training manuals 

— Magazines 

— Newspapers 

— Directories 

— Price lists 

— Financial reports 

— Signs 

— Labels 

— Technical documentation 
— Product packaging 


w A recent survey of PageMaker customers reveals 

these facts. 

— Some report they use PageMaker to produce all 
their business communications, even daily 
correspondence. 

— Most owners use PageMaker to produce at least 
two different types of publications. 

— Sixty percent of PageMaker customers say they 
use the software to publish newsletters. 

— Brochures, flyers, and advertising materials are 
other popular applications. 

— At the high end, customers use PageMaker and 
typesetting service bureaus to publish glossy 
magazines, books, annual reports, and tabloid- 
size newspapers. 

— Typically, the longer that PageMaker customers 
use the system, the greater the variety and num- 
ber of documents they produce. This creates an 
important add-on market as they get increasingly 





m PageMaker demonstrations 
close sales because they clearly 
show prospects how exciting, fun, 
and easy the product is to use. 
The sections “Demonstration 
Techniques,” starting on page 23, 
and “Sales Presentations,” begin- 
ning on page 25, give hints from 
other PageMaker salespeople. 


w Although people report they 
close many sales after a single 
demonstration, some desktop 
publishing sales require 
additional effort. Because the 








concept of desktop publishing is a 
new one, some prospects may not 
immediately comprehend its 
benefits — so be persistent in 
providing the information they 
need to make a decision. 


m Use the many selling tools 
Aldus provides to help sell 
PageMaker. 








m People who have never produced a publication 
before choose PageMaker because it: 


— is simple to learn and use — PageMaker Portfolio 
design templates make it even easier to quickly 
produce good-looking documents 


— makes their communications look professional, an 
important benefit according to findings of recent 
focus-group research by Aldus 


— comes with strong technical support that 
minimizes downtime and increases efficiency 


— lets them control their publications’ appearance 
and production schedules as never before 


— lets them create a wide range of publications, 
many of which they could not afford or never had 
the time to produce 


m People with extensive publication experience prefer 

PageMaker because it: 

— offers flexible design tools that let them do what 
they want without being constrained by the 
computer 

— works the way they do because it’s designed by 
people who know publishing and who listen to 
suggestions from existing users 

— provides typographic control over a range of type 
sizes, kerning, leading, and word and letter 
spacing 

— produces high-quality output 

— gives them previously unavailable “what if” 
capabilities for trying many alternatives easily 
and quickly 
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PageMaker Benefits for Specific Groups of Prospects 


— eliminates the time and tedium of conventional 
paste-up techniques 

— lets them create a wide range of publications, 
some of which they couldn’t produce before 


m People with existing computer installations select . 

PageMaker because it: 

— isasmall investment to add to an existing 
system and can pay for itself on a single project 

— fits their current environment by working with 
with more hardware and software than any other 
desktop publishing software 

— lets people utilize their current system more 
efficiently by increasing their applications and 
power 

— can be standardized throughout a department or 
organization 

— accommodates emerging hardware and technology 


m People buy their first computer to use PageMaker 

because it: 

— is easily cost-justifiable — most people save the 
cost of their entire $10,000 system in less than 
a year 

— is simple to learn and use 

— is available on the hardware that best suits their 
needs for desktop publishing and other 
applications 
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SELLING PAGEMAKER 
DEMONSTRATION TECHNIQUES 





Demonstrate PageMaker to Make 
an Impact. 


Add instant excitement and credibility to sales Showing a demonstration via video... 
presentations and seminars with demonstrations The PageMaker video presentation 
of PageMaker’s numerous shortcuts, design aids, lets prospects view full-product 
and other conveniences that release the creative features as shown by an Aldus sales 
talents of customers. representative who has given 
hundreds of PageMaker demon- 
strations. It packs a great deal of 


Give effective demonstrations. Pe ICE iD ARN a oH 














Show off PageMaker’s capa- 
bilities on the PC AT and compat- 
ibles by using the full product and 
the Demonstration Kit. Demon- 
strate PageMaker on the Macintosh 
by using either the full product or 
the Macintosh Quick Tour. Demon- 
strate PageMaker for either a PC or 
Macintosh audience by showing the 
second section of “PageMaker — 
Where Desktop Publishing Begins,” 
the Aldus video presentation. 


Giving a PC or Macintosh 
product demonstration .. . 


A demonstration of the full product 
during seminars or in-store sales 
presentations shows prospects the 
complete range of PageMaker capa- 
bilities. Step-by-step instructions 
from Aldus make this simple. 
During a seminar, consider asking a 
customer who knows PageMaker 
well to assist in the demonstration. 
Or, invite your Aldus sales represen- 
tative to participate. 











Because it does not produce actual 
printed output, as does a live 
demonstration, we recommend you 
print sample pages after showing 
the video. They are included in 
your Demonstration Kit or the 
Macintosh Quick Tour. 


Giving a Macintosh Quick Tour 
demonstration ... 


The Macintosh Quick Tour high- 
lights major features and lets you 
print actual pages, but it is not a 
complete product. We suggest you 
give the Quick Tour according to 
the booklet that accompanies it, then 
show capabilities that are available 
on the Quick Tour disk but are not 
discussed in the booklet. 
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Make your demonstrations 
run smoothly. 





Practice is the key to a good 
demonstration. PageMaker sales- 
people make these suggestions 
for effective demonstrations. 


g Demonstrate slowly so your 
audience can absorb the details. 
This is especially important if they 
are unfamiliar with conventional 
or desktop publishing. 


m Emphasize the benefits of each 
PageMaker feature you show. 
The “Selling PageMaker” section 
on pages 18 to 34 ties together 
features and benefits for you. 


m Always distribute a copy of the 
PageMaker pages you create during 
the demonstration for prospects 

to keep. 


a While printing the pages, explain 
additional options. For instance, 
discuss the availability of a variety 
of fonts and the option of printing 
PageMaker pages on the Allied 
Linotronic systems. 
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Explain the Page Production Process 





Many people do not understand that the black 
and white mechanical produced with PageMaker 
must go to a printing house that adds color, 
drops in photos, and takes other steps to produce 
a completed publication such as a full-color 
brochure or annual report — so they assume 
PageMaker and the laser printer or typesetter 
printed the color in place on the page. To avoid 
this misconception, show prospects final printed 
pieces and explain the work done by PageMaker 
and that added by the printer. 





Get Great Results 
From Your Laser Printer 


— Print the pages you create during demonstrations 
on high-quality, smooth-finish, opaque paper, in 
either a 24-pound bond or a 60- to 70- pound 
book stock. 


— Make certain the paper is flush with the end of the 
tray so the page prints squarely. 


— Ifthe ink density varies from one side of the page 
to the other when it is printed, try shaking the ink 
cartridge to correct the problem. 


— If you insert a new cartridge, bring the ink density 
to the appropriate level by printing 30 copies before 
the beginning of your demonstration. 








ALDUS 


SELLING PAGEMAKER 








SALES PRESENTATIONS 


Effective PageMaker Presentations Close Sales. 


PageMaker sales usually are closed after prospects 
receive one-on-one presentations. Aldus provides 
a variety of tools to help you make effective presen- 
tations — including these step-by-step suggestions 
based on interviews with Aldus field staff and 
people who sell PageMaker. 


Well-planned presentations show 
PageMaker’s benefits. 








Presentations generate sales 
because they show prospects the 
direct benefits of PageMaker and 
how quickly they can recoup their 
investment on an entire desktop 
publishing system. 





What Aldus makes available to help you 
sell PageMaker. 
Getting started ... 

m “Qualifying Questions” sheet 

m@ PageMaker Information Center 


Developing information packets ... 

a “Savings With PageMaker” handout 

m PageMaker-produced samples 

mw PageMaker product brochure 
“Quotes About PageMaker” handout 
“Justifying the PageMaker Purchase” handout 


Demonstrating PageMaker ... 
m PageMaker full-feature store copy 
a PC Demonstration Kit 
@ Macintosh Quick Tour 
m VHS videotape demonstration, “PageMaker — 
Where Desktop Publishing Begins” 





Follow these steps 
to successful presentations. 





1. Qualifying your prospect. 





a When possible, pre-qualify 
prospects during your initial 
meeting or by telephone. Other- 
wise, do so at the beginning of 
your sales presentation. 

Listen to prospects and ask 
questions to determine the kinds 
of publications they produce, how 
they could use PageMaker, and 
how serious they are about making 
a purchase. Use the “Qualifying 
Questions” sheet shown on pages 
36 and 37 to assist you. As you 
proceed, focus on the four key 
benefits of PageMaker — quality, 
control, time savings, cost re- 
duction. 


m Ask prospects to bring samples 
of their publications, along with a 
record of costs for typesetting and 
other outside services. This helps 
you personalize the examples you 
give during the presentation. 


2. Preparing for your sales presentation. 





m Read these guidelines to review 
the basic steps successful sales- 
people recommend for giving 
PageMaker presentations. 


w Collect a variety of PageMaker- 
produced sample pages, including 
actual samples from users; or- 
ganize them in a binder. 
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strate PageMaker. The section 
“Demonstration Techniques,” be- 
ginning on page 23, offers useful 
suggestions. 


| m Decide how you will demon- 





he winner of a recent PageMaker sales promotion targets 
groups rather than individuals. He picks a profession that could 
benefit significantly from desktop publishing and learns everything 
he can about the publishing needs of the group. He finds out what 
aspect of publishing costs them the most, which stage of production 
consumes the most time, and so on. Then he tailors his 
presentation to the profession. 


w Pull together a packet of 
information for your prospects. 
Include these pieces: 

— A printout of the first page 
produced by the PC Demon- 
stration Kit or the Macintosh 
Quick Tour 

— Acopy of “Savings With 
PageMaker,” shown on 
page 38 

— At least one sample page 

— Acopy of the PageMaker 
product brochure 

— Acopy of “Quotes About 
PageMaker,” inserted into 
this guide 


m Practice giving your presentation 
and review “Questions People Ask,” 
beginning on page 42, to help 
answer your prospects’ questions. 





3. Making your sales presentation. 

m Have the first page of the PC 
Demonstration or the Macintosh 
Quick Tour on the screen when you 
begin; refer to it often. Review the 
publications your prospect has 
brought. 


Comparing desktop and con- 
ventional publishing ... 

Explain that desktop publishing is 
a single too] that replaces a host of 
conventional layout tools. Demon- 
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strate how quickly a PageMaker tool 
works by creating a box with the tool 
for drawing boxes. 


Introducing the PageMaker 
desktop publishing system. . . 

w Point to the components of the 
system, a PC AT or compatible or 
an Apple Macintosh, a laser printer, 
and PageMaker. Explain how they 
work together to create desktop 
publishing. 








w Note how easily PageMaker fits 
into the prospect’s existing computer 
environment. Stress PageMaker’s 
compatibility with a wide range of 
hardware and software. Explain 

that organizations that own PC and 
Macintosh computers can share 
PageMaker files between the two 
systems. 





Create a Set of Props 


Organize a set of props to help compare PageMaker’s tech- 
niques to those that prospects presently use. 


— Purchase some layout tools so you can visually compare the 
simplicity of desktop publishing with complicated conventional 
publishing techniques. Start with these basics. 

m Rubber cement 

m Exacto knife 

aw Press type 

= Border tape 

w T-square 

a Pica ruler (with picas on one side and inches on 

the other) 


— Create a box with border tape on a sheet of paper so you 
can compare this conventional graphic technique with 
PageMaker’s box-drawing tool. 














Introducing PageMaker ... 
Hand your prospects a printed 
copy of the first page of the PC 
Demonstration or Macintosh Quick 
Tour. Note that PageMaker takes 
text and graphics created by other 
programs and places them onto 
pages. 


New Jersey dealer suggests you make your points visually. 
Show PageMaker sample pages as you ask qualifying questions 
and throughout your presentation. Let the prospect keep the 
samples. 


Emphasizing PageMaker’s 

benefits ... 

mw Note that everyone can use 

PageMaker. 

— Describe its friendly user 
interface, referring to the screen 
where possible. Say that 
PageMaker is simple enough 
for anyone to use. 


— Explain that the press con- 
sistently reviews PageMaker 
as the easiest publishing 
system to use. Refer to the 
“Quotes About PageMaker” 
handout as you do this. 


— Note that PageMaker works 
the way prospects do rather 
than forcing them to learn new 
ways of handling layout and 
paste-up, as do many other 
systems. 


a Show PageMaker’s proven 
ability to produce high-quality 
publications. 

— Explain that PageMaker 
produces drafts, nearly typeset- 
quality documents, or true type- 
set-quality output depending on 
the user’s requirements and the 
printer’s capabilities. Empha- 
size your point by showing 
sample publications. 

— Tell your prospects that service 
bureaus throughout North 
America print PageMaker 








pages with text and illustra- 
tions in place using Allied 
Linotronic imagesetters to 
achieve true typeset-quality at 
1270 dots per inch resolution. 


mw Describe how PageMaker 

produces publications of all kinds. 

— Point to the list of publications 
printed on the spine of the 
PageMaker box and explain 
that more people create more 
types of publications with 
PageMaker desktop publishing 
than with any publishing 
system in the world. 


— Refer back to your sample pub- 
lications as examples, empha- 
sizing the kinds of publications 
the prospect produces. 

— Explain that some people use 
PageMaker to produce all their 
documents, from simple appli- 
cations to sophisticated ones. 


m Note that control over production 

is a major PageMaker benefit. 

— Explain that PageMaker 
eliminates or simplifies 
production steps. 

— Say that bringing PageMaker 
in-house eliminates trips to 
the typesetter and repeated 
copy proofing. 








Chicago-area reseller sells PageMaker through a team 
approach. All salespeople can qualify prospects and discuss 
basic capabilities. Then, the store’s expert gives more detailed 
information. 





mw Show how PageMaker owners 
benefit from cost and time savings. 
Refer to a user case history 
provided by Aldus or relate how one 
of your customers saves time and 
money. If you prefer, cite examples 
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from the “Savings With Page- 
Maker” handout you will refer to 
later (see page 38). 


Demonstrating PageMaker’s 
capabilities... 

Now that you have sold prospects 
on PageMaker, cap the presentation 
with a product demonstration. 

If you give a live demonstra- 
tion, as we recommend when possi- 
ble, emphasize the benefits of each 
PageMaker feature you show, refer- 
ring to points you made earlier. 

If you show the videotaped 
demonstration, be ready to print a 
sample page from the PC Demon- 
stration Kit or Macintosh Quick 
Tour disk to show it can be done. 





4. Answering your prospects’ questions. 

Answer any questions your pros- 
pects have at this point. Review the 
contents of the information packet 
you prepared. 


5. Closing the sale. 
g Fill in the “Savings With 
PageMaker” handout with prospects 
to emphasize how PageMaker 
desktop publishing will pay for itself 
in their organizations. 
— Review the chart that 
compares the costs and time to 
produce a newsletter using 
conventional methods with the 
savings generated by using 
PageMaker. 


— Work with prospects to 
complete the form labeled 
“PageMaker’s Savings Plan” 
to show how PageMaker will 
save their organization time 
and money. (This chart is 
based on the one you have just 
reviewed.) 

— Fill in prospects’ current 
production time and costs, 

| then calculate their savings 

with PageMaker based on 
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percentages of that time and 
cost. The savings will be 
significant. 

— Give them the completed 
form to review and show to 
others. 


fa.. the Information Center or an Aldus newsletter as a prop 
while you talk to prospects — all of them are produced with 
PageMaker. 





w If you do not close the sale 

immediately, follow up. 

— Send a PageMaker-produced 
thank you note, signed by 
you. 

— Call them within five days to 
answer any questions. 

— Add prospects to your 
mailing list. Send a copy of 
the Aldus customer news- 
letter, The Desktop 
Publisher, and other 
appropriate materials. 

— Use PageMaker to reproduce 
the front page of one of their 
organization’s publications. 

m Be persistent. Keep pros- 

pects interested and informed 

until you close the sale. 

Desktop publishing is such 
anew computer application it 
may take them a while to under- 
stand and assess how it can fit into 
their organizations. 








| se PageMaker design templates to show how 
easily prospects can produce professional-quality 
publications. They will respond enthusiastically 
to the fact that they can produce good-looking 
publications by themselves with this product. 
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SELLING PAGEMAKER 


SUCCESSFUL SEMINARS 


Seminars Are the Best Way to Sell PageMaker. 


Salespeople worldwide find seminars are the most 
effective way to sell PageMaker. Seminars make 
the most of in-store expertise while drawing on 
outside experts from design or related fields. Even 
more important, most salespeople close multiple 
sales of hardware, peripherals, and software as a 
result of the seminars they give. 


Seminars are efficient sales tools. 


The success of seminars on desktop 
publishing is due to several factors. 





m Seminars introduce prospects to 
desktop publishing in a direct, 
informative manner. 


@ Seminars offer a non-threaten- 
ing environment where people are 
comfortable learning about a new 
technology such as this. 


m Seminars reach both decision 
makers and those who actually 
use PageMaker — and Page- 
Maker’s broad application appeals 
to both. 





he winner of a recent promotion for people who sell PageMaker 
says, “There’s no question that seminars are the key to my success; 
80 percent of my PageMaker sales are a direct result of product 
demonstrations. Of these, 75 percent involve hardware.” 


mw PageMaker’s highly visual 
nature makes demonstrations 
exciting. 


mw An array of Aldus sales tools con- 
tributes to effective presentations. 


m Seminars can be presented 
repeatedly once they are 
organized. 








What Aldus Makes Available to Help You 
Give a Successful Seminar. 


Getting started... 
m PageMaker Information Center 


Marketing your seminar ... 
gs Seminar ad slicks and direct mail invitations 


Developing information packets .. . 
m “Savings With PageMaker” handouts 
w “Quotes About PageMaker” handouts 
m PageMaker product brochures 
a The Desktop Publisher customer newsletters 


m Printouts of the first page of PC Demonstration 
or the Macintosh Quick Tour 


m PageMaker-produced samples 


Presenting your seminar ... 


a Seminar materials such as sign-in sheets and 
name tags 


m Videotaped sales presentation, “PageMaker — 
Where Desktop Publishing Begins” 


m Seminar slide or overhead transparency 
presentation on desktop publishing and 
PageMaker 
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Follow these steps to 
successful seminars. 





1. Planning your seminar. 
m Define your audience, select a 
date and time, and reserve appro- 
priate facilities and equipment. 


mw Make certain you have a copy of 
the PageMaker video presentation, 
“PageMaker —Where Desktop 
Publishing Begins,” and the 
PageMaker seminar presentation on 
either 35mm slides or overhead 
transparencies. If not, order them 
from Aldus so you have time to 
prepare your presentation. 


w Order handouts and extra copies 
of PageMaker from Aldus. To help 
you plan, read the suggestions on 
creating a packet of information for 
each participant under Section 3 
below, “Preparing for your 
seminar.” 


m= Contact your Aldus sales rep- 
resentative at least eight weeks in 
advance if you want him or her to 
assist with your seminar. While 
Aldus representatives participate in 
as many reseller seminars as 
possible, their schedules are very 
full, so early notice is essential. 








Midwestern PageMaker reseller presents desktop publishing 
seminars especially for installed accounts. Because this group 
already knows computers, there is more time to discuss specialized 
PageMaker capabilities and benefits than there is with a general 
audience. 





2. Promoting your seminar. 

w Develop a prospect list. 

In general, the more targeted the 
audience, the higher your success 
rate will be. Key your seminars to 
| groups with common interests or 

| levels of knowledge. Direct 

| seminars to specific types of 
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organizations such as small 
businesses or higher educational 
institutions, to departments within 
corporations such as marketing 
communications, to people who 
create specific applications such as 
newsletters or forms, or to your 
installed customer base. Read the 
“Selling PageMaker” section, 
beginning on page 18, to help select 
a target market. Be sure to invite 
both decision makers and potential 
PageMaker users. 





BW sventy-tive percent of the printing firms that a PageMaker 
reseller in Phoenix invited to a seminar actually attended. He de- 
veloped his mailing list from Yellow Pages listings under “Printer.” 


Draw prospects from these sources. 

Installed accounts 

Since virtually any organization can use Page- 

Maker, your present customers are an excellent 

source of desktop publishing prospects. They 

also represent potential add-on sales of between 

$1,000 and $7,000 each. 

Mailing lists 

Chamber of commerce directories 

Subscriber lists rented from local and regional 
business publications 

Computerized lists rented from direct mail houses 

Membership lists of local chapters of national 
groups in advertising, public relations, and 
graphic design 

Dun & Bradstreet reports 

Yellow Pages 

See listings for Advertising Agencies & Coun- 

selors; Copying & Duplicating Service; Graphic 

Designers; Designers - Graphic, Marketing 

Consultants; Letter Shop Service; Lithographers; 

Photo Copying; Printers; Public Relations 

Counselors; Publishers - Book; Publishers - 

Directory & Guide; Publishers - Periodical; 

and Typesetters. 


Referrals 

A recent survey of Aldus customers reveals 96 
percent of them would recommend PageMaker. 
Ask your customers for names of business associ- 
ates and friends who could use PageMaker. 





@ Select either direct mail cam- 
paigns or advertisements to market 
your seminar. Use direct mail to 
target specific groups. Adver- 
tisements are more cost-effective 
to reach general audiences. 


= Contact prospects through direct 

mail. 

Target prospects by direct 
mail two to three weeks before 
the seminar, enclosing several 
pieces in your mailing. We 
recommend sending an invitation 
from the PageMaker Advertising 
and Seminar Kit, and at least one 
sample page created with Page- 
Maker. 

Keep these considerations in 
mind no matter how you decide to 
structure the direct mail packet: 
— Be specific about your agenda 

So prospects understand they 

will hear more than a sales 

pitch. 

— Depending on which products 
you carry, note that Page- 
Maker runs on the PC 
AT and compatibles and on 
the Apple Macintosh. 


— State the seminar’s time, loca- 
tion, and cost, if any. 











Locate Communication Professionals 
for Prospects 


— Ask participants to register 
by a specific date so they are 
committed to attending. Invite 
them to register an additional 
person from their organization. 


fe)... PageMaker reseller schedules seminars late in the 
afternoon so participants can leave work early rather than 
interrupting their day. 


— Pre-qualify registrants to 
make certain you fill the semi- 
nar with viable prospects. En- 
courage them to register by 
telephone so you can qualify 
them when they call. If you 
prefer, enclose a post-paid 
reply card that asks regis- 
trants a few questions about 
their needs and budgets. Fol- 
low up with a call to screen 
them further if necessary. 

The average response rate 
for direct mail is between 2 
and 3 percent, but can be 
much greater if your prospect 
list is accurate and well target- 
ed. Be ready to add another 
seminar session to accom- 
modate a high response rate. 
Follow up your mailing with a 
telephone call to prospects who 
do not respond. 

Accept reservations for 
several more participants than 
you can accommodate since 
some will decide at the last 
minute not to attend. 





Local chapters of national organizations for communication 
professionals are a good source of mailing lists. Check your 
telephone directory for local chapters of the following 
organizations. Your public library can help you locate other 
groups. 

— Advertising Federation 

— American Marketing Association 

— Association of American Advertising Agencies (AAAA) 
— Design Management Association 

— National Association of Quick Printers 

— Public Relations Society of America (PRSA) 

— Society of Communication Arts 














Tell us your seminar schedule 





Prospects often call Aldus for information 
about local PageMaker seminars. Tell us your 
schedule and we will pass on the information. 
Call the sales department at (206) 628-2375. 
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mw Advertise your seminar. 

Market your seminar using 
the seminar advertising slicks in 
the PageMaker Advertising and 
Seminar Kit. These ads may be 
eligible for reimbursement under 
third-party cooperative advertising 
programs. Contact the Aldus Sales 
Department at (206) 628-2375 for 
information. 

Place your advertisements in 
the business section of your daily 
newspaper or in a local business 
newspaper. Organizations of 
communication professionals may 
let you insert a seminar announce- 
ment in their newsletters. Con- 
sider placing an advertisement in 
the chamber of commerce news- 
letter or magazine. 


ive on-site seminars to groups in large corporations. 
This lets you reach both decision makers and potential 
PageMaker users in several departments at once. 





product. 
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3. Preparing for your seminar. 


Several days before the 
seminar... 


= Call participants to confirm their 
participation. If they cannot attend, 
try to schedule them for another 
seminar. 


ffer seminars on desktop publishing to groups of communi- 
cation professionals. The same professional groups you contact 
for mailing lists seek speakers for their monthly meetings. Bill 
your presentation as an introduction to desktop publishing. Reduce 
the sales pitch, but make sure they know where to purchase the 


mw Review your PageMaker 
Information Center for answers to 
questions you may be asked. The 
section on “Questions People Ask,” 
starting on page 42, is especially 
helpful. 








m Organize a packet of information 
for each participant. Include these 
pieces: 


— A printout of the first page 
of the PC Demonstration Kit 
or Macintosh Quick Tour 


— Acopy of the “Savings With 
PageMaker” handout 


— Samples of pages produced 
with PageMaker 

— Acopy of the PageMaker 
product brochure 


— A seminar evaluation form 
copied from the PageMaker 
Advertising and Seminar Kit 

— A copy of the Aldus customer 
newsletter, The Desktop 
Publisher 


— Acopy of the “Quotes About 
PageMaker” handout 


Many of these materials are 
available from Aldus Corporation 
free of charge. Refer to the current 
Catalog of Selling Tools or call the 
Aldus Sales Department for 
information. 


m Rehearse your entire presen- 
tation until it runs smoothly. 

If several people are presenting 
information, coordinate their 
activities carefully. 


w Review details of the presen- 
tation so you do not forget anything 
important. Consider extra touches 
such as pencils, an extra projector 
bulb, coffee and rolls, and name 
tags produced with PageMaker. 

See the Advertising and Seminar 
Kit for name tag ideas. 











a Make certain the equipment 
works. Nothing destroys your 
image as quickly as equipment that 
fails — it makes you appear 
unprepared. 

Make sure the videotape has 
been rewound to its starting point. 
See if the bulb in the overhead 


The day of your seminar ... 
| projector works. 


BE vite guests to speak at your seminars to add expertise and 
variety. One store carrying PageMaker hires a designer to give the 
product demonstration. Another invites a PageMaker owner to 
comment on how he uses the product in his business. 


@ Run through your 35mm slide 
or overhead transparency presen- 
tation to make sure the frames are 
in order. 


4. Conducting your seminar. 

| Set the scene... 
AS participants arrive, introduce 
yourself and ask them to sign in so 
you have their names to follow up 
later. Hand each prospect an 
information packet. 


Begin your presentation... 


m Introduce seminar leaders. 

Then ask the participants what 
they hope to learn from the semi- 
nar and write their comments on a 
white board or flip chart. Explain 
that these topics will be ad- 
dressed during the seminar so 
people feel that they will get more 
than a sales pitch. 


mw Ask how many people have 
used a computer; then ask if they 
are familiar with a PC, Windows, 
or a Macintosh. Tailor the sem- 
inar to their level of experience. 
(You may already have collected 
some of this information through 
your pre-qualifying procedures.) 














Show the PageMaker video 
presentation... 


Show the first portion of the 
PageMaker video presentation 

on desktop publishing, titled 
“PageMaker —Where Desktop 
Publishing Begins.” Nothing 
positions the product better than 
these first-hand testimonials from 
actual users. Stop the videotape 
before it reaches the demonstration 
section. 





Target Decision Makers and Potential 
Users Within Organizations 


Corporate sales and marketing departments 
Decision makers: president, marketing director, sales director, | 
product planning manager, distribution manager, market research | 
manager, promotions manager, sales manager 

Users: graphics department, publications group, others 
Applications: newsletters, data sheets, brochures, proposals, 
direct mail campaigns, annual reports, overhead transparencies, 
and so forth 


| 
| 
Other corporate departments (such as | 
personnel, training, forms, engineering) 

Decision makers: training managers, personnel directors, 
technical communications coordinators, operations managers, 
others 
Users: training group, forms development staff, technical 
writers, others i 
Applications: technical manuals, forms, handbooks, training | 
materials, overhead transparencies, and so forth 


| 
Graphic design firms | 
Decision makers: owner, president, vice president 
Users: graphic designers, layout artists, production artists 
Applications: newsletters, brochures, “comps” for clients, 
flyers, direct mail pieces, proposals, self-promotional literature, | 
and so forth 





Advertising agencies 

Decision makers: owner, president, vice president, account 
supervisors, creative directors, art directors 

Users: graphic designers, layout artists, production artists 
Applications: advertising “comps” for clients, brochures, 
promotional literature, direct mail pieces, proposals, and so on 


Public relations, business consulting and 

market research firms 

Decision makers: owner, president, vice president, account 
supervisors, account executives 

Users: graphic designers, writers, layout artists, production artists 
Applications: newsletters, brochures, press kits, proposals, 
reports, and so forth 
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Add details... 

@ Use the scripted overhead trans- 
parency or 35mm presentation 
from Aldus to help you explain 
desktop publishing and Page- 
Maker in more detail. The 
overhead transparencies do not 
include sample pages, so refer 
participants to their information 
packets or pass around additional 
samples for them to examine. 


w The presentations cover these 
major topics: 
— Conventional publishing 
— Desktop publishing 
— The PageMaker product line 
— The PageMaker desktop 
publishing system 
— Benefits of using PageMaker 
— PageMaker as the system 
of choice 


Demonstrate PageMaker ... 
Now that you have explained the 
benefits of desktop publishing, 
give a demonstration to confirm 
what you have already said and to 
show how easy and fun desktop 
publishing is with PageMaker. 
While a live demonstration is more 
effective, the demonstration on the 
second section of the videotape 
“PageMaker —Where Desktop 
Publishing Begins,” can also be 
very convincing. 

After the demonstration... 

m= Turn on your projection equip- 
ment and finish the slide or trans- 
parency presentation. 


a Conclude by discussing the cost 
of the PageMaker system you sell. 


m@ Explain the handout on 

“Savings With PageMaker” 
enclosed in each participant’s 
information packet. Review the 
major selling points highlighted 
there and discuss the chart that 
documents the savings on a typical 





newsletter. Tel! the audience how 
they can use the form to estimate 
savings for one of the publications 
they produce. 


5. Collecting evaluation forms. 

Ask participants to complete the 
evaluation forms in their information 
packets and to pass them to you 
before the question and answer 
session begins. This helps ensure 
that you get this valuable 
information for follow-up. 


6. Inviting follow-up. 

Invite participants to speak with 
you after the presentation about 
purchasing a system or getting any 
additional information they need. 
Be ready to close sales or set up 
future appointments. 


7. Answering questions from participants. 

Hold a formal question and 

answer session. Then, conclude 
your formal presentation and invite 
the audience to speak with you one- 
on-one afterward. Chances are your 
prospects will have many additional 
questions. Have as many sales- 
people as possible available to an- 
swer them and make appointments 
for future demonstrations. 


8. Following up your leads. 

PageMaker salespeople usually find 
their seminars result in some imme- 
diate sales and many active leads. 
As the next step toward closing 
sales, contact all participants by 
telephone after the seminar to ask if 
they want more information. Ask 
them to bring you a copy of one of 
their publications so you can 
reproduce it with PageMaker. 











SELLING TOOLS 
INTRODUCTION 





Aldus Provides Many Tools to Help 
You Sell PageMaker. 


m This section includes a variety of tools to use while 
meeting with your PageMaker prospects. Multiple copies 
of these pages are available from Aldus for use with your 
prospects. See the Aldus Selling Tools Catalog for details. 


m Salespeople have found the PageMaker savings charts 
on pages 40-41 especially helpful in demonstrating 
PageMaker’s ability to save time and money. 
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SELLING TOOLS 
QUALIFYING PROSPECTS 
Ask PageMaker Prospects These Questions. 
Pre-qualify your prospects — and turn the process | associated with publication production. There are 
into a PageMaker selling tool. Use these “scripts” | two forms. One ts for use with people in organizations 


phone to pinpoint their needs and resources and to is for use with communications firms that produce 


during your prospects’ first visits or over the tele- | that produce their publications themselves. The second 
explain briefly how PageMaker eliminates frustrations | publications for clients. 














Qualifying Questions 

(for corporations, small businesses, educational institutions, governmental agencies, and others that produce publications themselves) 
Organization Telephone( _) 

Contact Title 

Street City Zip 











Computer system LJ owned UO considering purchase 


What kinds of printed communications do you produce? 


____ Newsletters ____ Brochures ____ Proposals ___ Manuals 
——_ Flyers —— Catalogs _—— Price sheets —— Reports 
—— Annual reports —— Advertisements | —— Books —— Forms 
——— Data sheets __— Direct mail pieces Other 





Let’s focus on one of these, say your newsletter. How do you produce it? How is the layout done? The paste- 
up? How long does it take? 











What does it cost to produce this piece? 





Desktop publishing helps cut costs and streamlines the production of projects like yours. 


(Briefly describe PageMaker desktop publishing and relate it to the prospect’ s experience. Show sample publications similar to those 
the prospect produces. Tell how another customer saved money — the “Selling Tools” section of the PageMaker Information Center 
includes many examples.) 


Is there money in your budget to purchase or lease a system? 
(If you will be demonstrating PageMaker right after the qualification process, stop here. Otherwise, continue.) 





Let’s set up a time so you and some others in your department can attend a presentation to find out more about 
PageMaker. We recommend as many of you attend as possible — at least one person who would use the 
system and someone authorized to buy it. 








Presentation date ——____ Ss Time —____- - ._ Location 
Attendees: Name Title 
Name Title 








Please bring samples of the publications you now produce, along with invoices for typesetting, paste-up, and so forth, so you can see how 
much money you'll save with PageMaker. 
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Qualifying Questions 


(for communications firms that produce publications for clients) 




















Organization Telephone ( ) 
Contact Title 
Street City Zip 


Computer system Q1 owned O considering purchase 





What kinds of publications do you produce for your clients? 





___ Newsletters ____ Brochures ___ Data sheets __— Manuals 
—— Flyers —— Catalogs ——- Newspapers —— Books 
____ Magazines __.. Advertisements ____ Forms ___ Price sheets 
—— Direct mail pieces ~— Promotional pieces Other 
What kinds of literature do you develop to promote your firm? 
——.. Proposals —_— Advertisements | -— Brochures 

| —— Direct mail Other 





Let’s focus on your projects. How do you produce them for your clients now? How is the layout done? The paste- 
up? Typesetting? How long does it take? 











Desktop publishing can help you cut costs and meet deadlines more easily. 


(Briefly describe PageMaker desktop publishing. Relate it to your prospect’ s experience, showing samples. Note PageMaker produces 

a range of professional-quality pieces ranging from proposals to phototypeset brochures. Explain how quick it is to produce mock-ups for 
clients. Tell how a similar customer saved money — the “Selling Tools” section of the PageMaker Information Center includes many 
examples.) 


Is there money in your budget to purchase or lease a system? 
(If you will be demonstrating PageMaker right after the qualification process, stop here. Otherwise, continue.) 





Let’s set up a time right now so you and some others in your firm can attend a presentation to find out more 
about PageMaker. We recommend as many of you attend as possible — at least one person who would use the 
system and someone authorized to buy it. 














Presentation date Time __________ Location 
Attendees: Name Title 
Name Title 








Please bring samples of the publications you are now producing, along with invoices for typesetting, paste-up, and so forth, so we can 
show you how much money you can save with PageMaker. 


Order additional copies of this section free of charge. Order item #999-465. 
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People reap many benefits by turning to 
PageMaker. Read what users say about the 
advantages they have achieved with PageMaker, 
review the time and cost savings example on the 
third page — then turn to the last page and fill in 
the chart to see how PageMaker’ s benefits can 
work for you. 


PageMaker cuts turnaround time. 








“This job was a rush job, it had to 
be done in one day and it was. It 
was also a difficult job because 
there was too much text for the 
original design. However, Page- 
Maker allowed me to try out a 
number of different formats quickly 
until I found one that worked. This 
exemplifies why PageMaker is an 
invaluable tool for me, because 
without it, I never could have pro- 
duced such an attractive piece on 
such short notice,” writes Meigan 
Tellier of Glenn, Nyhan & Asso- 
ciates, Inc. about the production of 
an insurance plan flyer. 


PageMaker enhances 
production control. 
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“Tt’s a godsend to have control over 
typesetting. We used to drive an 
hour each way to get corrections 
and changes typeset. Now we do it 
on our own schedule and we are 
saving $450 to $1,200 per month 
on typesetting alone.” Joe Harban, 
co-owner of Mauian, the island of 
Maui’s (Hawaii) regional magazine, 


| was quoted in Magazine Design and | 


Production. 
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SAVINGS WITH PAGEMAKER 


People Find Using PageMaker Pays Off. 


“Tn the past, I had to somehow 
communicate my ideas to graphic 
designers and had to wait to see if 
they understood me. Now, I don’t 
have to struggle with words to get 
what I want. I can do it myself, 
right away,” explains Jim Parker, 
executive director of the Do It Now 
Foundation and publisher of the 
group’s magazine. 


PageMaker shrinks production costs. _ 


Gary Olsen, editor of employee 
communications at John Deere 
Dubuque Works, writes, “I work 
in the personnel department of a 
large but shrinking corporation. 
Fiscal responsibility is a high 
priority. The new [PageMaker] 
system was obtained through solid 
cost justification, and I am proud to 
report I have exceeded all cost 
savings projections. I saved 12 
percent printing costs on my first 
issue alone. I have also saved 
incalculable time and have 
enhanced my productivity greatly 
with a large variety of other 
PageMaker published materials.” 





“.. We published 32, 16-page 
annual reports on our . . . desktop 
publishing system .... Three 
individuals produced photo-ready 
art in four weeks! ... . We were 
able to make changes quickly and 
efficiently and saved an estimated 
$90,000 on outside typesetting and 
layout charges,” writes Glenn 
Caster, vice president of corporate 
marketing, Westworld Community 
Healthcare, Inc. 





Order additional copies of this section free of charge. Order item #999-464. 








PageMaker produces high 





quality documents. 
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“Not only did our $1 1,000 invest- 


ment... end up paying for itself 
within three months (that means 
PageMaker earned its keep in three 
days or so), but we have received 
endless comments on how much 
better our sales literature and other 
documentation look,” writes Susan 
Connell, technical publications su- 
pervisor for RTE Deltec Corp. 


PageMaker lets you do projects 
| you couldn’t do otherwise. 








| “Am Iacomputer whiz? Was I an 


experienced PageMaker user? Did 
I have months to plan this project? 
No, no, and no! I’m just a publi- 
cations neophyte who had to pro- 
duce a pretty slick product in an 


' impossibly short time period. I 


was grateful to find that while it 
was easy to start using Page- 


| Maker, the program was also able 


to handle very sophisticated proj- 
ects such as production of a 
college catalog,” writes Sally A. 
DeWitt, marketing and promotion 
officer for Tanana Valley Com- 
munity College. 


“... The institute that came to me 
with this project [a 500-page man- 
ual] had previously been told by 
the printers and typesetters of this 
area that to produce this manual 
through ‘typesetting’ would be so 
astronomical that they recom- 
mended that it be word pro- 
cessed. . . . Needless to say, they 
were extremely pleased to dis- 
cover Desktop Publishing ... ,” 
writes PageMaker customer 
Annette S. Yaeger, owner of 
Annirich Publigraphics. 








| PageMaker is versatile. 








“Tn addition to the manual en- 


closed, we are using your software 
to produce 1- and 2-page Data 
Sheets, certification forms regularly 
shipped to our clients, and other 
Engineering and Sales support litera- 
ture. I expect that other applications 
for PageMaker will no doubt sur- 
face in the future as they have done 
in the past several months,” writes 
Ken Bedsole, sales coordinator for 
Hydrolex, Inc. 


_ PageMaker is easy to learn and use. 








“At the end of the first day, Iwas 


already quickly producing nice- 
looking pieces,” says John McWade, 
who had not used a computer before 
PageMaker. 


Robert Kehoe, operations manager 


for Liberty Technologies, completed 


more than 20 different projects 
during the first three weeks he used 
PageMaker—including customized 
labels, a newsletter, and personalized 
certificates of achievement. 


| PageMaker pays for itself. 








“We saved more than $1,000 on 
typesetting and at least 24 hours 
of production time by using this 
software,” writes Darline Aryai, 
publications editor for Telos 
Corporation. She refers to the 
production of Telos’ 1986 annual 
report using PageMaker. 


Robert Casper, publisher of The 
Columbia Guide to New York, 
writes, “Creating this year’s edi- 
tion has provided us with creative 
freedom and financial success. In 
only one year, we were able to cut 
typesetting and paste-up costs to 
1/4 of what a typehouse would 
have charged.” 
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PageMaker’s Savings Plan 


(For a camera-ready 16-page monthly newsletter, including headlines and artwork.) 












































Production Conventional Conventional Desktop 
Task method using method using Publishing 
in-house facilities freelancers method using 
(except typesetting and outside PageMaker 
and camera work, suppliers 
which are sent to 
outside suppliers) 
Issue dummying $90/6 hours $300/6 hours $30/2 hours 
(Preliminary layout) 
and design 
Text mark-up $30/2 hours $100/2 hours Not required; 
for typesetting text formatted 
Typesetting $900 $900 Not required. 
(Includes correction 
cycle) 
Coordination with $30/2 hours $100/2 hours Not required. 
Typesetter 
Proofreading $80/8 hours $160/8 hours $40/4 hours 
Camera work $200 $200 $40 for 
(halftones; reductions halftones; 
and enlargements of line art sized 
illustrations) with 
PageMaker. 
Final paste-up $100/10 hours $200/10 hours $40/4 hours 
Cost Per Issue $1,430 $1,960 $150 
Cost Per Year $17,160 $23,520 $1,800 





Annual Savings with PageMaker 


1) Compared with conventional method using in-house facilities: $15,360. 


2) Compared with conventional method using freelancers and outside suppliers: $21,720. 








PageMaker Costs Compared With 


Present Production Costs* 


*This chart is 
based on the 
figures from the 
PageMaker 
Savings Plan 
chart on the 
previous page. 








Production task Your current PageMaker 

costs/time costs/time 

Issue dummying $= Ae $a Ais 

(preliminary layout) Calculate by dividing cus- 
tomer’s current costs by 2 if 
dummying done in-house. 
Divide current costs by 4 if 
now done by outside services. 
Divide current hours by 2. 

Text mark-up for typesetting 3 es) Not required. 

Typesetting and corrections $=. Hts Not required. 

Coordination with typesetter $_ sais. Not required. 

Proofreading $_.. ss Hrs. $______ Hrs.____ 
Calculate by dividing 
customer’ s current costs 
by 3 if proofreading is done 
in-house. Divide current 
costs by 6 if now done by 
outside services. Divide 
current hours by 3. 

Camera work (halftones, > Biss a Sa Ais 

reductions and enlargements Insert cost per halftone 

: . same as customer s§ 

of illustrations) current costs. No cost 
for line art sizing. 

Final paste-up $= —— Ars. = $a His, 
Calculate by dividing 
customer’s current costs by 
2 if paste-up is done in-house. 
Divide current costs by 4 if 
now done by outside services. 
Divide current hours by 2. 

Total cost/time per issue $ Hrs. $ Hrs. 

Subract PageMaker total -—$ $ 

Savings with PageMaker per 

issue 9 es 

(Multiply by number of issues 

per year) 

Annual savings with 

PageMaker $ —___ Hrs, _____ 


4] 
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SELLING TOOLS 





QUESTIONS PEOPLE ASK 


Answers to Questions People Often Ask 


About PageMaker. 


Questions people typically ask about Aldus 
PageMaker and desktop publishing fall into 
several major categories. 

w Aldus Corporation 

a Compatibility with other products 

mw Customer support 

a Distribution of PageMaker 

sg New PageMaker capabilities 

g Graphics handling 

ae Hardware 

a Microsoft Windows 

am Page composition capabilities 

w Page description language 

w Printing 

a Publication length 

w Text editing and placement 

a Typographic capabilities 


Aldus Corporation 





What is Aldus Corporation's background? 

By January 1984, Aldus’ 
cofounders already appreciated 
the potential for a revolution in 
affordable in-house design and 
production of printed communi- 
cations. Microcomputers were 
becoming sufficiently powerful to 
support a sophisticated publishing 
system and laser printers were just 


typeset quality documents in the 
office. By the fall of that year, the 


PageMaker, page composition 

| software that would sell through 

| retail channels to a wide market — 
and President Paul Brainerd coined 
the term “desktop publishing” to 

! describe this broad new market. 





becoming available to produce near- 


group had established the concept of 





PageMaker, for use on the Apple 
Macintosh, was introduced to the 
market in July 1985. It is currently 
available in seven foreign lan- 
guages and is generally considered 
to have set an international indus- 
try standard for power, versatility, 
and ease of use. Release of Page- 
Maker for the PC AT and compat- 
ibles in January 1987 makes it the 
only desktop publishing system 
available in both the Apple and PC 
environments. 


Where does the name Aldus come from? 

Aldus Corporation draws its name 
from Aldus Manutius, a printer, 
scholar, and patron of learning in 
Renaissance Venice who was 
renowned for the high quality of 
his work. He is credited with 
inventing the italic type form, 
standardizing the use of punctu- 
ation, and preserving many Greek 
classics that would otherwise 
have been destroyed. 





Compatibility with other products 


With what other products is PageMaker compatible? 
PageMaker is compatible with 
more hardware and software than 
any other desktop publishing 
product on the market. Technical 
specification sheets from Aldus 
are regularly updated to reflect the 
growing number of compatible 
products, including leading word 
processing and graphics programs, 
printers, monitors, and scanners. 








Order additional copies of this section free of charge. Order item #999-371. 





Is there file compatibility between the PC and 

Macintosh versions of PageMaker? 
PageMaker 2.0 for the Macintosh 
can import documents produced 
with PageMaker 1.0 for the PC, 
as well as text files originating in 
selected PC word processors. 
Future versions of PC PageMaker 
will have file compatibility with 
PageMaker for the Macintosh. 


Customer support 





What kind of customer support is available 

for PageMaker? 

Customers can choose from 
several levels of support, 
depending on their requirements. 
All registered users receive 45 
days of free technical support, a 
bimonthly customer newsletter, on- 
line resources such as technical 
notes and a bulletin board if they 
are CompuServe subscribers, and 
advance information about product 
updates and enhancements. 

Aldus Corporation replaces any 
defective PageMaker disk at no 
charge during the 90-day product 
warranty and answers questions 
about error messages at any time. 


Annual subscriptions to Extended 
Technical Support Service provide 
additional services, including a toll- 
free technical support number, free 
updates, reduced prices on new 
releases, and a quarterly technical 
journal. 


Corporations can choose from a 
number of support packages 
through Aldus Corporate Services. 





1s there an upgrade path to new products and versions 

of PageMaker? 
Yes. Aldus provides simple up- 
grade procedures for both new 
releases and minor product revi- 
sions of PageMaker and informs 
registered owners prior to their 
release. 











Distribution of PageMaker _ 


How is PageMaker distributed? 

PageMaker is sold throughout 
North America exclusively by 
authorized PageMaker resellers, 
who are carefully selected to 
ensure their commitment to 
offering a high level of service 
and support. 





Is PageMaker sold internationally? 

PageMaker is sold in more than 20 
countries around the world by au- 
thorized distributors. It is available 
in seven foreign languages — 
Danish, Finnish, French, German, 
Italian, Spanish, and Swedish. 





Graphics handling 


How are illustrations reproduced using PageMaker? 
PageMaker places files of 
illustrations drawn with popular 
graphics programs such as 
Windows “Draw!” or MacDraw, 
purchased as separate clip-art files, 
or created by scanning an image. 
Users who integrate desktop 
publishing with conventional 
production techniques commonly 
leave space on a page so photos and 
high-resolution images can be 
dropped in by the printer during 
final reproduction. 








How does PageMaker scale and crop graphics? 
PageMaker’s ability to scale or 
crop graphics is a popular feature 
that lets people consider various 
layouts as they work. Text and 
graphics can be stretched or 
shrunk, either proportionally or 
disproportionally. The cropping 
tool trims images from any corner 
or side. An image that has been 
cropped to fit a given space can be 
scrolled to expose a different 
portion of the original image. 
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Does PageMaker have any graphics capabilities of its 

own? 
PageMaker’s toolbox lets users 
draw boxes, circles, ellipses, and 
lines ranging in width from hairline 
to 12-point; drop shaded back- 
grounds (10%, 20%, 30%, 40%, 
60%, 80%) behind text or graphics; 
add patterns of several kinds; and 
create other basic graphic ele- 
ments to give their documents a 
finished appearance. 


Hardware 


What hardware does PageMaker run on? 
Because PageMaker is the only 
desktop publishing software that 
runs on both the PC AT and 
compatibles and the Apple 
Macintosh, customers can select 
the environment that suits their 
needs. 





What is the recommended hardware configuration for 

PageMaker on the PC? 
The recommended configuration is 
a PC AT or compatible with 640K 
RAM, a 20MB hard disk, a 
Windows-compatible graphics 
card, and a Windows-compatible 
mouse. 


What is the recommended hardware configuration for 

PageMaker on the Macintosh? 
The recommended configuration is 
an Apple Macintosh Plus with a 
hard disk. The minimum config- 
uration is an Apple Macintosh 
Plus and an external floppy disk 
drive. 


Microsoft Windows 





Why did Aldus select the Microsoft Windows 
operating environment for its PC product? 
Windows provides a sophisticated 
operating system that eliminates 
memory management constraints, 
gives PC PageMaker a working 
environment similar to the 
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successful Macintosh product, 
allows users to run applications 
side-by-side for easy integration 

of text and graphics, and means 
that PageMaker is automatically 
compatible with all other Windows- 
based applications. 


New PageMaker capabilities 


How often does Aldus update PageMaker? 
PageMaker is updated often to 
take advantage of new desktop 
publishing technology and to add 
features requested by users. 
Aldus designed PageMaker so the 
PC and the Macintosh versions 
share 80 percent of their code, 
facilitating Aldus’ ability to offer 
ongoing product enhancements. 





What new features are included in PageMaker 2.0 for 

the Macintosh and PageMaker 1.0 for the PC? 
These PageMaker versions 
contain over 20 new features, 
many of them suggested by users. 
Highlights include kerning, auto- 
matic hyphenation based on a 
110,000-word dictionary, inter- 
active facing pages, and support 
for file sizes up to 128 pages. 


Page composition capabilities 

How does PageMaker assure layout precision? 
PageMaker’s five interactive 
viewing sizes for page layout 
facilitate the exact placement of 
text and graphics. Page views 
include full page, actual size, 200% 
enlargement, and 50% and 75% 
reductions. In addition, two facing 
pages can be viewed simultane- 
ously. On-screen rulers, a movable 
T-square, and WYSIWYG capa- 
bilities further aid placement 
accuracy. 














How does the interactive facing pages view work? 
The facing pages view allows 
users to work on a double-page 
spread, without having to shift 
back and forth between the left- 
and right-hand pages. They can 
adjust the layout across both 
pages for balance and accuracy. 


What is WYSIWYG and how does PageMaker use it? 
PageMaker’s WYSIWYG (what- 
you-see-is-what-you-get) 
screen display gives users an 
accurate representation of how the 
document will look when it is 
printed, a boon to layout precision. 


What size pages does PageMaker support? 
Pages as small as a business card, 
up to 17 inches by 22 inches can be 
formatted on PageMaker. 
PageMaker’s automatic tiling 
(overlapping of pages), for docu- 
ments that run larger than the 8- 
1/2-inch-by-11-inch output of most 
printing devices, facilitates the 
smooth piecing together of page 
segments to create larger pages. 


How many columns can be placed on a page with 

PageMaker? 
Users can insert up to 20 columns 
of variable width on each page. 
They can resize the length or 
width of a column by simply drag- 
ging the mouse. With its text 
threading feature, PageMaker will 
automatically recompose the text 
through an entire story. 


Is it possible to place three columns of text in one 

section of the page and a different number of columns 

elsewhere? 
Yes, PageMaker is very flexible. 
For example, it is simple to lay 
out two columns across the top 
half of the page and three columns 
across the bottom, or to run a 
headline above multiple columns. 





Does PageMaker support master pages? 
Master pages can be easily 
created by placing repeated items, 
such as running heads or borders, 
on a master page so they appear 
on every page of the document. 
Master page templates can be 
stored for future use. 


Does PageMaker support templates? 

Aldus Corporation’s series of 
PageMaker Portfolio design tem- 
plate packages provides users with 
disks of templates, along with work- 
books to help use them effectively. 
The first package in the series, con- 
taining 21 newsletter templates, was 
released for PageMaker for the 
Macintosh in 1986 and will be avail- 
able for 1.0 for the PC early in 
1987. 





Page description language 


What is a page description language? 
Page description languages allow 
applications such as PageMaker to 
describe pages to a page printer by 
using abstract concepts (such as 
shapes, patterns, and formatted 
text), rather than by using bit- 
maps, so they can handle more 
complex graphics more quickly. 


What is PostScript? 

PostScript is a page description 
language developed by Adobe 
Systems and licensed to a number 
of laser printer manufacturers. 
PageMaker supports any 
PostScript-compatible printer. 


What is DDL? 
Imagen Corporation’s Document 
Description Language (DDL) has 
been adopted by Hewlett-Packard 
as the page description language 
for its LaserJet Publisher Kit. 
PageMaker will support DDL upon 
the release of HP’s board-level 
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implementation, which will be in- 
stalled in the host PC and connected 
to existing LaserJet and LaserJet+ 
printers. 


Printing 

What kinds of printers does PageMaker support? 
PageMaker supports a variety of 
printers, ranging from simple dot 
matrix printers to high-resolution 
typesetters. Technical specifi- 
cation sheets from Aldus Corpor- 
ation include the ever-expanding 
list. 





What jobs is a laser printer best suited for? 

A laser printer’s 300 dots-per- 
inch resolution produces a high- 
quality typeset look for news- 
letters and most other business 
communications. However, true 
typesetting has a resolution of 600 
dots per inch and up, with a typical 
resolution of about 1,000 dpi. For 
this reason, most people do not 
print advertisements and other 
high-end publishing assignments 
with a laser printer. 





Does PageMaker interface with a typesetting 

system? 
PageMaker supports the Allied 
Linotronic 100 and 300 PostScript- 
driven imagesetters, which print 
text and graphics on the page at 
1,240 dots per inch and above. 
Service bureaus across North 
America use these systems to 
typeset pages at reasonable cost. 


Publication length 

How many pages does PageMaker handle? 
PageMaker creates files up to 128 
pages, which can be easily com- 
bined into publications up to 9,999 
pages in length with its four-digit 
automatic page-numbering capa- 
bility. 
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Text editing and placement 


How is text brought into PageMaker? 
Text files created by any of the 
many word processing programs 
PageMaker supports can be placed 
directly into PageMaker with their 
formats intact — including type 
size, type style, tab settings, and 
indent information. ASCII files can 
also be placed directly into Page- 
Maker, but, of course, formatting is 
not retained. 





How do PageMaker’ s text editing capabilities work? 
PageMaker’s text editing 
capabilities let people write and 
edit text that threads from column 
to column and page to page. 
PageMaker also supports cursor 
control keys and a wide variety of 
keyboard shortcuts for text 
modification. 


How does PageMaker’ s text threading work? 

Text files that have been placed 
through several columns in a 
PageMaker publication remain 
linked by PageMaker’s text 
threading feature. After changes 
are made to one portion of a story, 
PageMaker quickly recomposes 
the text throughout the entire 
document. Adding text to one 
column of a story, for example, 
automatically sends the excess 
text into the next column, and on 
from there, until the entire story 
has adapted to the change. 





Typography 

What sizes of type does PageMaker support? 
PageMaker supports type from 4 
to 127 points in size, depending 
upon the capabilities of the printer 
used. 











What typefaces does PageMaker support? 
PageMaker supports a wide range 
of typefaces depending upon the 
capabilities of the printer used. 
PageMaker also supports down- 
loadable fonts. The technical 
specification sheets available for 
both product versions describe 
current font availability. 


Does PageMaker support variable leading (spacing 
between lines of type)? 
Yes, between 4 and 127 points in 
half-point increments. 


Does PageMaker allow reverse type? 
Yes, PageMaker makes creating 
reverse type, white type on a back- 
ground, much easier than conven- 
tional publishing techniques do. 


How does PageMaker support hyphenation? 
PageMaker supports three 
methods of hyphenation: auto- 
matic, prompted, and manual. 
Automatic hyphenation breaks 
words according to a 110,000- 
word dictionary supplied by 
Houghton Mifflin Company; to 
this, users can add 1,000 words 
of their own choosing. Prompted 
hyphenation alerts users to words 
not included in the dictionary so 
they can insert their own hyphens 
when necessary. PageMaker 
supports manual discretionary 
(soft) hyphens via the keyboard. 





How does PageMaker support kerning? 

PageMaker supports two forms of 
kerning, or spacing between 
letters. Automatic pair-kerning 
works with pre-defined pairs of 
characters established by the font 
manufacturer for receptive printers 
(such as PostScript devices). 
Manual kerning is available via 
the keyboard to loosen or tighten 
the space between any two 

letters. 








Does PageMaker allow users to control word spacing? 
PageMaker’s interword spacing 
can be specified for an entire story 
at atime. For justified text, op- 
tions are available to control the 
maximum and minimum amount of 
space between words. For ragged 
text, the user can adjust the spac- 
ing between words for an overall 
looser or tighter appearance. 


What about control over letter and paragraph spacing? 
PageMaker’s variable inter- 
character spacing for justified text 
is specified for an entire story at a 
time. This feature automatically 
adjusts the space between letters 
within a line of text to eliminate 
excess white space. PageMaker 
also supports the ability to specify 
additional space before and after 
paragraphs in half-point incre- 
ments. 





Does PageMaker provide leader-filled tabs? 
PageMaker can automatically fill 
the space between tabs with dots, 
dashes, underlines, or user- 
specified characters, a time-saving 
device when producing indexes, 
financial reports, and other 
documents with tabbed columns. 


Can different type styles be printed on the same line? 
Yes. 
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ALDUS SUPPORT SERVICES 


SERVICES FOR RESELLERS 


Aldus Provides Strong Reseller Support. 


Sales support is a major commitment of Aldus 
Corporation. This section familiarizes you with 
available sales tools and programs and tells you 
where to find them. 


Aldus gives resellers and salespeople 
the tools and information they need 
to sell PageMaker effectively. 


Aldus Corporation offers strong 
support to authorized Aldus 
resellers through ongoing 
communication and an ever- 
expanding set of selling tools 
and programs. 


mw Salespeople can call Aldus sales 
staff directly for answers to sales- 
oriented questions and rapid order 
processing. The direct number is 

(206) 628-2375. 


m Field sales representatives, lo- 
cated in major metropolitan areas 
throughout the United States, 
provide on-site sales training, 
assist with seminars, and share 
their knowledge of publishing. 














w A bimonthly newsletter and 
frequent mailings keep PageMaker 
resellers informed about the 
product, the market, and new 
selling aids. 


m Aldus offers a complete set of 
selling tools and programs based 
on its experience in desktop pub- 
lishing and on suggestions from 
successful PageMaker sales- 
people. Registered resellers auto- 
matically receive most of the tools 
at no charge. Other tools are 
available at minimal cost. 

The chart below and the Cata- 
log of Selling Tools detail the 
availability of these tools and pro- 
grams. 





Selling Tools and Programs for PageMaker Resellers 


Ongoing sales support 


Tool/program description 


Customer promotions 


Purpose 


To increase store traffic, generate 
qualified leads 


Availability 


Several times each year 





Sales training 


From the Aldus Desktop 
reseller newsletter 
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To introduce new and enhanced 
versions of PageMaker 


Contact Sales Department for 
schedule 





To give updated information on 


market, product, selling tips 


Mailed bimonthly; contact sales 
department for free subscription 














Tool/program description 
Leads from national advertising 
and public relations campaigns 
PageMaker Classroom 
post-sale training materials 


Technical telephone support 


The Aldus File technical journal 


_ Selling Tools and Programs for PageMaker Resellers _ 


‘Purpose BO 


To provide qualified leads 


To create a profit center and offer 
added service to customers 


To answer your questions 


To provide in-depth discus- 


sion of technical topics 








Selling tools 
Tool/program description - —o Purpose : ve =. 
Advertising slicks To promote PageMaker 


and seminars 


Availability 


Availability 


PageMaker-trained resellers 
receive leads 


catalog; see page 4 for 
description 
Contact Aldus Customer Service 
Mailed quarterly; contact Sales ~ 
Department for subscription 





~ In PageMaker Advertising 
and Seminar Kit; order 
additional copies 








Customer handouts To augment presentations, 
seminars, mailings 
Merchandising kit To provide in-store and seminar 


PageMaker for the Macintosh, 
full-feature store copy 


tools 


To aid product demonstrations 


In PageMaker Information 
Center; order additional copies 
~ One shipped to each reseller 

location 


“Order at special $25 price 





PageMaker for the PC, full- 
feature store copy 


PageMaker Information Center 


~ To aid product demonstrations 


To provide detailed information on 
market, product, selling tips; regular 
updates 


Order at special $25 price —" 
One shipped to each reseller 
location in merchandising kit; 
order additional copies 





PageMaker Macintosh Quick Tour 


To aid product demonstrations . 
and for distribution to prospects 


One shipped to each store; _ 
order additional copies 





PageMaker PC Demonstration Kit 


To aid product demonstrations — 


One shipped to each store; 
order additional copies 
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Selling Tools and Programs for PageMaker Resellers 








Tool/program description 


PageMaker-produced samples 


— Hard copy 8 1/2 by 11-inch pages 


— Hard copy blow-ups of pages 


— Actual customer publications 


— Samples on disk 


— Overhead transparencies 
with script 


— 35 mm slides with script 
— Videotape with 14-minute 


sales presentation and 15- 
minute product demonstration 


: Purpose 





To show PageMaker’s quality, variety 


To use at seminars 


To use at seminars 


To use at seminars, product dem- 
onstrations, and point-of- 
purchase 


Availability 


PageMaker Information 
Center; order additional copies 


See catalog 


PageMaker Information Center; 
included with reseller newsletter 


SampleMaker for Macintosh 


One set in merchandising kit; 
order additional copies 


See catalog 


See catalog 





Point-of-purchase display card 


Product brochures 


To display in the store _ 


seminars, direct mail 


One in merchandising kit; order 
additional copies 


5 in merchandising kit; order 
additional copies 





Seminar aids 


Receive Aldus Mailings © 


If you sell PageMaker and want to receive From the Aldus Desktop, the Aldus reseller newsletter, 


To provide slicks of PageMaker- 
produced seminar invitations, 
name tags, and so forth 


PageMaker Advertising and 
Seminar Kit; order addi- 
tional copies 


and other materials from Aldus, contact the Sales Department at (206) 628-2375. 





| Questions? Orders? 


PageMaker Classroom helps you build a 
post-sale training profit center. 





Call the Aldus Sales Department directly 
jojo ep py Spat & at (206) 628-2375. 





| eas TRY IT. 


Piaco Text and Graphics 


General 
Tcl) 























Resellers can use PageMaker Classroom to provide 
post-sale training, which helps them attract new pros- 

i pects, especially businesses that require multi-employee 
training on PageMaker. Materials for the instructor-led 
class contain everything necessary to conduct the 8-hour 
course, including an instructor’s manual, 10 student 
workbooks, overhead transparencies, PageMaker 
Program disks, and student data disks. 


m The course gives a broad introduction to PageMaker 
and its major capabilities, including text and graphics 
placement, column adjustment, graphics scaling, and 
tab setting. At the end of the course, participants have 
produced a newsletter, a business report, an advertising 
layout, and their own graduation certificate. 


w The instructor’s manual describes the course material 
for each module, explaining major objectives, concepts, 
and procedures. A handy course outline highlights the 
topics of individual modules and the time it takes to 
cover each. The student workbook is divided into two 
key sections — “FYI,” which introduces each chapter’s 
goals and explains its featured activities, and “Try It,” 
which takes students through the exercises on the 
computer. 


Contact the Aldus Sales Department at (206) 628-2375 
| for information on current prices and editions of 
PageMaker Classroom. 














ALDUS SUPPORT SERVICES 





SERVICES FOR CUSTOMERS 


Aldus Corporation Provides Extensive 
Customer Services. 


Customer support is a priority of Aldus Corpor- 
ation — in fact, our program is among the best in 
the industry. Understanding the range of services 
Aldus provides to customers helps you sell pros- 
pects on yet another reason to buy PageMaker. 


All registered users automatically 
receive these customer support 


services. 
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Encourage your customers to 
register their copies of PageMaker 
so they receive these services at 
no charge. 


uw They get 45 days of technical 
telephone support, beginning with 
their first call. A staff of PageMaker 
specialists, available 11 hours each 
weekday, guides them as they learn 
about PageMaker’s functions and 
features. Aldus will always answer 
questions regarding PageMaker 
error messages. 


w They get a free subscription to 
The Desktop Publisher, the Aldus 
bimonthly newsletter of timely 
information about updates and 
future releases, compatible prod- 
ucts, and tips for getting the most 
out of PageMaker. 


m They also receive a free copy of 
the Aldus Guide to Basic Design, 
with tips on how to start a pub- 
lication and lay it out effectively. 





mw They are mailed advance notices 
of updates, future releases, and 
PageMaker accessories. 


mw They qualify for design com- 
petitions for PageMaker-produced 
publications, with prizes as grand 
as an all-expense-paid trip to 
Venice, Italy. 


= Those who subscribe to the 
CompuServe information network 
receive free access to a library of 
PageMaker technical information. 


m Aldus replaces any defective 
PageMaker disk or user manual 
at no charge during the 90-day 
product warranty period. 


Extended Technical Support Service 
offers additional benefits. 











Subscribers to Aldus’ Extended 
Technical Support Service receive 
these additional services for a 
small annual fee — $125 if they 
own the PC product and $75 if 
they own the Macintosh product. 


m They have access to a private toll- 
free 800 number for answers to their 
technical questions concerning the 
function and usage of PageMaker. 
They receive five additional hours 
of over-the-phone technical support 
beyond the 45 days they automati- 
cally get as registered users. 





mu They become subscribers to The 
Aldus File, the quarterly newsletter 
for technical explanations of 
PageMaker capabilities, guidelines 
for trouble-shooting and problem- 
solving, and analyses of new 
releases and PageMaker-compatible 
products. 


m They receive free PageMaker 
upgrades. 


mw They get discounts on new 

| releases of PageMaker as well 
as on many PageMaker-based 
accessories. 





| Aldus Corporate Services program 


w= The Aldus Corporate Services 
program helps resellers meet the 
needs of large corporations that are 
turning to desktop publishing to 
reduce the enormous costs and 
improve the quality of their printed 
communications. Such corpora- 
tions do not just buy software — 
before they commit to a purchase, 
they want to be sure they will 
receive responsive assistance. The 
Aldus Corporate Services program 
helps you close sales by making 
available the support and training 
these firms demand. 


w Because companies have told 
Aldus they often support their soft- 
ware purchases through in-house 
microcomputer support groups, the 
program has been tailored to these 
people. 


m Aldus provides technical 
assistance, written materials, and 
training packages so these groups 
can offer their PageMaker users the 
best possible support. The services 
are divided into two categories. 














— Aldus training includes on-site 
classes for in-house corporate 
trainers, Authorized Training 
Centers for users, reseller-run 
classes for users, and Page- 
Maker Classroom training 
materials. 


— Aldus support includes tele- 
phone technical assistance, 
newsletters, the PageMaker 
Technical Support Notes, free 
PageMaker updates on current 
releases, and discounts on new 
releases. 


= Corporations can select from two 
levels of service depending upon 
their needs. 


— Level 1, which sells for $1,000 
per year, includes these 
components: 

a unlimited phone calls to 
Aldus’ Technical Support 
staff via a toll-free 800 
number 

a free PageMaker upgrades 

a new PageMaker releases at 
50 percent discount 

= free subscriptions to The 
Desktop Publisher and The 
Aldus File newsletters 

a PageMaker Technical 
Support Notes, which 
include ongoing revisions 
and additions to the 
PageMaker User Manual 

» on-line PageMaker support 
via CompuServe 


— Level 2, which costs $2,000 per 
year, covers these services: 
m All the Level 1 services 
s A day-long on-site Train-the- 
Trainer class held for cor- 
porate trainers so they can 
educate other users. 
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illustrations, using PageMaker 43 
interactive facing pages, PageMaker 45 


kerning, PageMaker 47 


L 


master pages, PageMaker 45 
Microsoft Windows 44 


P 


page description languages 45 
PageMaker Classroom 49 
PageMaker Portfolio 14, 45 
PageMaker Savings Plan chart 10, 40 
page sizes, PageMaker 45 
post-sale training, see PageMaker Classroom 
PostScript 45 
printing 

output quality 24, 46 

options with PageMaker 20, 46 
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locating 19, 22, 30, 31, 33 

qualifying 25, 31, 36-37 
publication length, PageMaker 46 
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sales cycle, PageMaker 7, 18-22 








sales presentations, PageMaker 25-28 

sales tools, PageMaker 35-47, 48-50 

savings, with PageMaker 10, 38-41 

scaling graphics, PageMaker 43 

selling points, key PageMaker 6-7, 14-15 

seminars, PageMaker 29-34 

spacing between letters, words, paragraphs, PageMaker 
capabilities 47 

style sheets, see design templates 


T oa a 


templates, see design templates 

text handling and placement, PageMaker 14, 17, 46 
typeset output 20, 46 

typographic capabilities, PageMaker 46-47 
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updates, PageMaker 43, 44 
user interface 6, 14, 15 
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